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ONTROLLED 
REGULARITY 


F THE FASTEST CUTTING, FASTEST 
SELLING FILES YOU HAVE EVER SOLD 


t this new tooth construction 
p you make 1937 a big year for 
sales and profits. 

he new Nicholson, Black 
mond and McCaffrey Files sell 
ter because they cut faster. 

odern tooth construction in- 
ases filing speed, makes less pres- 


THE SECRET 


sure necessary, lengthens file life and 
eliminates tendency of file to skid 
from line of work. 

Your customers will appreciate 
these points and show their apprecia- 
tion with orders. 

Nicholson File Company, Provi- 
dence, R. I., U. S. A. 


FILE FOR EVERY PURPLE 





MADE IN THESE BRANDS 
NICHOLSON 
BLACK DIAMOND 
McCAFFREY 


PATENTS PENDING 
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BRIGHTER 
SALES 
OPPORTUNITIES 


\ Sa // 


= LINK-BELT 4 


—F AS SES — 


» EQUIPMENT & 


@ Demand... for Link-Belt ... it grows— perform- 
ance speaks... low cost results dictate . . . depend- 
ability urges ... men who are looking ahead quickly 
see the possibilities of the LINK-BELT line. Mill 
Supply men, looking ahead to increasing their earn- 
ings, can depend on Link-Belt quality to do a real 
sales-making job for them. Link-Belt anti-friction and 
babbitted bearing transmission units and the complete 
line of Link-Belt positive drives — silent and roller 
chain drives, speed reducers 
and variable speed trans- 
missions — afford better 
ways of solving transmis- 
sion problems —and to you 
a brighter sales opportunity. 
Catalogson request. Address 
Link-Belt Company, 2410 
W. 18th Street, Chicago, Ill. 


Seis 
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Will Speak to Industry — to Make 1937 a Prosperous 


We're not merely suggesting that YOUR custom- 
ers buy YALE products; we're shouting at them... 


with this bang-up, forceful, selling series of adver- 
tisements. Every advertisemnt packs a punch and 
every punch hits a prospect. 


Magazines...Folders...Broadsides...Catalogues 
... special Mailing Pieces... we're using them all 
in-this smashing campaign—one of the largest in 
YALE history . .. a most convincing indication of 


dealer confidence by the oldest and largest manu 
facturer in the field. 


YALE advertising is YOUR advertising... because 
YALE Chain Hoists are sold only through distribu 
tors and we urge industry to buy from you. Quality 
backed up by consistent publicity has given indus 
trial executives full confidence, not only in the 


name YALE but in the men who sell YALE prot 
ucts as well! 
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Year for Yale Distributors !!..... 


Every Type of Industrial Plant Receives 
the YALE Messages 


Automotive Electric Railways Paper Products 

Aviation Fertilizers Petroleum & Gas Wells 

Blast Furnaces Forge Shops Quarries 

Brass, Bronze & Copper Working Foundries Railroad Repair Shops 
Canning & Preserving Gas Plants River, Harbor & Canal Comm. 
Ceramics, Brick & Tile General Construction Sand & Gravel Plants 
Chemicals, Drugs, etc. Government Institutions Shipbuilding & Dry Docks 





VIII 


Cleaning & Dyeing Highway Departments Smelting & Refining 
Coal Mines Hospitals Stamping & Enameling 


Coke & Mig. Gas Independent Planing Mills: State, City & County Institutions 
Concrete Products Logging Camps & Saw Mills Steam Laundries 
Dredging Machine Shops Steam Railroads 
Electrical Construction Marble & Stonework Sugar Mills 
Electrical Mach. & Equipment Marine Tobacco 
Electric Light & Power Plants Mechanical Machinery Water Works & Filtration 
Metal Mines 


“THE NAME YALE HELPS THE SALE” 


Y LE THE 10 MAJOR REASONS 








now we're 
GUARANTEEING ‘ei 
extra production... 


“If that isn’t the best reason for buying 
our belting ...! 


“Here’s the angle. We’ve had enough 
performance facts to prove that the new 
Research Belting will increase average 
machine production at least 1 or 27% 
over ordinary belting. It’s done it in 
metal-working plants, in textile mills, in 
flour mills, paper mills — everywhere! 


“So you can definitely say to the plants 
you call on—that Research Leather 
Belting will increase average machine 
production at least 1 or 2% over ordi- 
nary belting . . . or they can have their 
money back.” 


WRITE FOR OUR HOME OF RESEARCH BOOK ON ECONOMICAL POWER TRANSMISSION 














sributor in the Graton & Knight insert in the belting section of 1937 
THOMAS’ REGISTER. Give him a ring on the phone now . . . have Research 
Belting put on an important drive where the increased production can be measured. 


frem the Home of Research, Worcester, Mass. 
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SELLING ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 


SKILSAW, INC. ~ 


3330 ELSTON AVENUE, CHICAGO 
210 E. 40th Street, New York © 52 Brookline Avenue, Boston \ 
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®@ No line of drop-forged 
wrenches is more complete 


than Williams’. No other 


wrenches are so universally 


accepted. Everywhere their 
reputation for quality is estab- 
lished. 50 patterns in more 
than 1000 sizes provide the 
proper wrench for industry’s 
every need. 50 years of 
wrench-making experience 
provide the background 
which makes WILLIAMS the 


best known name in wrenches. 


WILLIAMS 


oROP-FORGED 
WRENCHES 
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@ Williams’ “Agrippa” Tool 
Holders provide for all regu- 
lar operations on lathe, planer 
and shaper. Lathe Tool Hold- 
ers consist of turning, boring, 
threading, knurling, cutting 
off and side tools. “Agrippas” 
have many exclusive design 
and construction features 
which make them preferred 
by industrial buyers.... 
features which reflect their 
advantages in terms of better 


work at lower cost. 


TAO. 
oh ‘AGRIPPA’ 
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mittion Personal Appearances 
FOR COL. CLIPPER IN 1957 


A popular man is Colonel Clipper! 


He was so well received last year that he has been 


booked for 20,000,000 personal appearances in 1937. 


He will be working for you in 7 magazines — reach- 
ing hundreds of thousands of men who either order, 


recommend or okay the purchase of belt lacers and 
lacing hooks. 


These men include — purchasing agents, vice presi- 
dents, presidents, shop superintendents, foremen, 


millwrights and machine operators in hundreds of 
industries. 


Clipper sells only through jobbers. 


It pays to stock a full line of Clipper Belt Lacers 
and Lacing Hooks. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U.S. A. 


“CELT tie oe 
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PATENTED 


TRADE MARK REGISTERE 


— | THE LOW TENSION 
ay RUBBER BELT 





with equalized 
ply stresses 


Condor Compensated Belt has 12 advantages over 
standard rubber belting. Its special Hycoe pulley 
surface has unusual qualities of adhesion, permit- 
ting it to operate at low tension. Its patented con- 
struction equalizes the ply stresses around the pul- 
leys—the points of greatest strain. On thousands of 
drives of various types throughout industry, it has 
demonstrated its efficiency. 


Among twelve distinct advantages are: handles 
peak loads with minimum slip, holds fasteners three 
to four times longer, has minimum stretch and 
shrink and plies do not rupture because they all 
bear the stresses equally. A trial will convince your 
customers and their satisfaction will build repeat- 
order business for you. 


Condor Compensated Belt is available in Type F and 
Type B for use on certain drives where slip is desirable. 


PRODUCTS 


Compensated Belt Hydraulic Hose Dredge Sleeves 
Standard Belt Packers Hose Air Tubing 
V-Belt Paper Mill Hose 
Conveyor Belt Sand Blast Hose 
Acid Hose Sand Suction Hose 
Air Hose Spray Hose 
Brewers Hose Steam Hose , 
Contractors Hose Textile Mill Specialties Industrial Brake Linings 
Fire Hose Creamery Hose and Brake Blocks 


Water Hose 
Chute Lining 
Launder Lining 
Garden Hose 


OTHER MANHATTAN PRODUCTS 
Packing Washers 
Matting Oilless Bearings 
Pump Valves Oil Hose 
Tubing Suction Hose 
Other Grades of Hose Belting of Every Description 
Molded Rubber Goods Molded Hose for Every Service 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC, 
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ORDERS and 
REORDER § 


Yes—steam traps, too, can be “known by the company 
they keep." 


For when such discriminating buyers as these leading 
industrial plants, utilities, institutions and public 
buildings order and reorder Yarway Impulse Steam 
Traps in constantly growing quantities, year after 
year, it can mean only one thing. 


Yarway Traps must be better steam traps. They must 
offer real economies in installation, in maintenance, 
in fuel, and in general plant efficiency. 


The sensational success of the Yarway Impulse Trap, 
which has already placed it among the trap leaders 
in popular preference, has been built upon this sound 
foundation of user satisfaction. 


Is this consistent money maker working for you? 
Have you discovered the valuable repeat business it 
can bring into your store? Do you know how small 
a stcck is required to serve your customers, and how 
its rapid turnover makes every inventory dollar do 


double-duty? 


More than 100 leading mill supply houses now 
feature the Yarway Steam Trap, but there are still a 
few desirable territories open to progressive dis- 
tributors. Write for details. 


YARNALL-WARING CO. 


MERMAID PLACE, PHILADELPHIA 


we 








yy a 


IMPULSE STEAM TRAP 





It’s one thing to have a good story — but 
it’s equally important that the story be 
well told. , 

Republic Steel has an interesting and 
valuable story for industry —a story of 
quality steels and steel products that effi- 
ciently and economically meet the needs 
of industry. 

And Republic is telling that story in 
forceful advertising that makes more than 
a million calls every month — advertising 
that is making your customers Republic- 
conscious and is helping to move the 


Republic products you stock. 


- 


| Republic Steel 


. " . ; é r a GENERAL OFFICES ... CLEVELAND, OHIO 
a5! ht al? 
- . , "oe eo tr bad Ft. | — 4 
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JANUARY, 1937 
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JAMES A. CHANNON 
Editor 





THC 





The Supreme Court seems to be back on 
our side again. When the high court 
washed up NRA with a few thousand well- 
chosen words it would have been difficult 
to recruit much of a cheering section from 
the ranks of industrial distributors. NRA, 
with all its mistakes, helped the supply busi- 
ness. 

Now, by upholding the Illinois and Cali- 
fornia fair-trade laws—laws which permit 
resale price maintenance for trade-marked 
goods—the Court has put teeth in the cam- 
paign which has been waged by distributors 
for several years. Similar laws, with minor 
variations, are in effect in twelve states, 
others are sure to follow. 

Those who dislike the decision contend 
that vertical price-fixing will surely lead to 
horizontal price fixing and that the latter 
tends to make manufacturers indifferent to 
reducing costs. 

For the decision, however, it may be 
argued that uniform prices will bring higher 
quality products, better service to industry 
and sounder sales methods. Given equal 
prices, the orders will inevitably go to that 
salesman who offers the best product, who 
knows and can dramatize its good points 
and can make prompt deliveries from stock. 
Industry will benefit from this type of ser- 
vice. ° 

Much as we hate to introduce a rain cloud 
in this rosy picture, it must be pointed out 


SSE NINE OLD MEN AGAIN... 


that the S C decision makes it probable, in 
the opinion of men close to the situation, 
that the Robinson-Patman Act, with all of 
its unpredictable possibilities, will also be 
upheld. 

This news may come as a blow to those 
who have gone along on the assumption 
that the Act would be declared unconstitu- 
tional. To these men and all others who 
have not done so, we advise an immediate 
visit to the best attorney you can find. 

He probably won't be able to give you 
an answer to every question, but he will be 
able to keep you from glaring violations of 
the law. 

To complete the Washington picture, ob- 
servers are predicting a new NRA before 
many months. This legislation, if it goes 
through, promises to affect the distributor's 
cost of doing business, not by the wage 
level established but through substantially 
shortened hours. Nearly all would be re- 
quired to double-shift with any work week 
less than 40 hours. 

The year may bring helpful legislation 
and decisions or it may see the passage and 
approval of trouble makers, but we've a 
hunch that no legislation is seriously going to 
effect the steadily increasing volume. 

At any rate, it certainly isn't illegal for us 
to wish each and every distributor and 
every member of his organization a happy 
and tremendously prosperous 1937. 
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THE REPUBLIC 
5-POINT POLICY 


% A line of rubber items sufficiently 
complete to permit effectively supplying 
the requirements of the trade solicited. 


*% A quality of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be expected. 


* A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


% Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day IVI . 
to day solicitations. OST Mill Supply Distributors have a 
%& Selling helps of reasonable amounts good understanding of their trade’s needs 
so that his sales force may be given the 
advantage of specialized training and in mechanical rubber products. They know 
a knowledge of the product sold. , 

how to serve their customers, how to handle 


stock efficiently and give the best of service. 

Their greatest problems are those relat- 
ing to manufacturer cooperation—securing 
complete quality lines that cover every re- 
quirement, obtaining effective sales assist- 
ance and freeing themselves from direct 
and indirect factory competition. 

Republic's Policy solves these difficulties. 
This organization backs up all the efforts of 
its distributors, schools their salesmen on 
technical matters and advertises liberally 
for them through magazines and direct mail. 
It provides them with full lines of the high- 
est quality, supported by every means of 
factory cooperation. 


ay 


Manufacturers of HOSE YOUNGSTOWN OHIO 


BELTING @® PACKING 
MOLDED PRODUCTS LEADERSHIP IN POLICY. PRODUCT AND PERFORMA 
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“A vow in time 
just what a vow in time will save but the chances 
are pretty good that a “New Year’s” Resolution 
for Salesmen which ran something like this might 
save a whale of a lot of accounts, some good lines, 
and the standing you have with your wife as 
a provider: 


I hereby resolve to: 

















































































” 


it’s darn hard to say 


1. Think first of my customers and their welfare. 


9 


2. Do my best to learn the fundamental qualities 


and applications of the lines carried by my 
company so that I can talk intelligently to my 
customers and prospects. 

3. Plug hardest on the lines of those manufactur- 
ers who “play ball” with my company. 





Buy, Buy! 

This has been a good year from 
a balance sheet standpoint. There 
is money in the till again. Aside 
from salary increases, bonuses and 
the like, what the devil to do with 
it? In an effort to be of help, we 
have consulted more than 40 presi- 
dents of manufacturing concerns 
(they are in much the same boat). 


We asked and they answered as 
follows : 


1. If you were a distributor, had 
cash, what would you do with it? 
“Buy merchandise,” say 68 per 


cent. “Buy merchandise, but only 
as needed. Consider real estate 
and mounting accounts receiv- 
able,” say 26 per cent. “Buy only 
regular requirements,” say the 
remaining six per cent. 

2. Do you expect a price increase 
in your industry before January, 
1938? “Yes,” say 97 per cent. 
“No,” say the remaining three per 
cent. Some expect at least two in- 
creases during the year. Most 
quote increased labor and material 
costs as reasons for the expected 
increase in their prices. 
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3. What percentage increase in 
volume do you expect in your indus- 
try during the year? The answers 
range from ten per cent to 100 per 
cent. The average is 28 per cent. 
There are no predicted decreases. 


How? 


A recent bulletin of the Ameri- 
can Supply and Machinery Manu- 
facturers’ Association carried the 
advice, “Salesmen representing dis- 
tributors should carry with them 
on each of their calls a complete, 
up-to-date catalog of the manufac- 
turers’ lines their firms handle.” 
While we usually applaud any at- 
tempt to encourage salesmen to be 
well posted on the lines handled by 
their companies, it is difficult for 
us to understand how the _ best- 
meaning distributor’s salesman in 
the world could possibly undertake 
to provide himself with up-to-date 
catalogs of 300 or 400 manufactur- 
ers on every call. If we grant a 
small truck between calls, lugging 
the stuff into a buyer’s office is 
still a problem. 
able. 


Let’s be reason- 
Wouldn’t it be all right with 
the manufacturers if we carried 
only five manufacturers’ catalogs 
plus our own, on each call? 


Tradition 


There’s just as much tradition 
connected with the industrial sup- 
ply business as there is with the 
hardware business. It’s as large 
(as a matter of fact, the last Census 
shows it to be larger), yet darned 
if we haven’t let those hardware 
boys beat us to an idea. The ex- 
presidents of the hardware associ- 
ations (National Wholesale Hard- 
ware, Southern Hardware Jobbers, 
American Hardware Manufactur- 
ers, Old Guard and Texas Whole- 
sale Hardware) have “ganged” to- 
gether forming the “X Club,” not 
only for tradition’s sake but for the 
purpose of “kicking in” their ex- 
perience and knowledge when called 
for. Not only that, but they are 
wearing badges, designed to iden- 
tify them. “Sy” Seymour, made a 
start towards organ- 
izing the “X’s” of the 
supply associations. 
Why hasn’t something 
been done to follow 
up this move? 














I—Eastern distributors and manufacturers 
“chew it over" at joint meeting, Rye, New 
York. Story p. 32. 


2—Russell C. "Rusty" Duncan presides at Rye 
meeting during Percy Ridings’ illness. (He's 
better.) His joke appeals to Harry Rinehart 
National secretary and George Halpin, Ameri- 
can Association head. 


3—E. G. Davenport, Buck and Hickman, Ltd., 
London, England, visited these shores to call 
on manufacturers and distributors. Our 
camera snapped him with A. J. Herschmann 


(center) export manager, and C. S. Trott 
(right) sales manager, Parker-Kalon Company. 


4—Sales force of Republic Rubber Company 
assembled at Youngstown. O. S. Dollison, 
vice-president (sales) is fifth from left, front 
row. 


5—Wirthlin-Mann exhibit at Cincinnati In- 
form-A Show. 


6—T. Walker Lewis, president, Lewis Supply 
Company, Memphis, likes his job as Rotary 
head. Look at his visitors! 





Courtesy 
Memphis 

Commercial 
ippeal 
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Okay to Fix Resale Prices, 
Says High Couri 


Manufacturers of trade-marked 
products now have an unquestioned 
legal right under state law to sign 
price contracts with dealers and 
to require that those contract 
prices be maintained within the 
state even by those dealers who 
have failed to sign such contracts, 
according to the Supreme Court’s 
decision upholding the Illinois and 
California fair trade laws in all 
particulars. 

Virtual price-fixing results, and 
although agreements between man- 
ufacturers or between retailers ire 
specifically forbidden in the iaws, 
it appears that an inevitable drift 
toward horizontal price-fixing will 
be hard to resist. 

Such laws with minor variations 
are now in full force in twelve 
states — California, Oregon, Wash- 
ington, Iowa, Illinois, Pennsylvania, 
Maryland, Virginia, Ohio, Louisi- 
ana, Rhode Island and Arizona. In 
three other states—New York, 
New Jersey and Wisconsin — the 
section of the law which makes 
prices binding on non-signers, has 
been invalidated by the highest 
state court, and will remain inop- 
erative until the former decisions 
have been reversed. 


Hulburd New President 
of Worthington 


Hugh E. Hulburd is now presi- 
dent of the George Worthington 
Co., Cleveland, Ohio, wholesale 
hardware distributor. He succeeds 
the late A. J. Gaehr whose death 
was reported recently. 

Mr. Hulburd began his career 
with the retail hardware firm of 
Wheaton and Acer, Medina, N. Y., 
in 1882. Seven years later he 
joined the Geo. Worthington Co. 
as a traveling salesman, covering 


ISRB signed 118 subscribers up to 
December 22 — total amount, 
$6250—needed before advertis 
ing can start, $3750. 


Daily output of steel ingots in No- 
vember was highest of any No- 
vember in steel history. 


Ross-Willoughby, Columbus, Ohio, 
is planning industrial exhibit in 
May to celebrate twenty-fifth an- 
niversary. 


Southern Association signed five 
new members, the National two in 
recent weeks. 


New home of Victor Belting and 
Rubber Co., Inc., is at 2316 East 
38th Street, Los Angeles. 


H. N. Crowder, Jr. Co. will hold 
power and industrial show January 


21, 22 and 23. 


Walter L. Darnell, president, Dar- 
nell Corporation, Long Beach, 
California, died December 10. 


These distributors have issued cat- 


SHORT 


alogs in recent months: Besly 
(Chicago), Colcord-Wright (St. 
Louis), Western Contractors (Chi 
cago), Murray W. Sales (Detroit), 
Shadbolt and Boyd (Milwaukee), 
Thos. W. Kiley (Brooklyn), Graft- 
Pelle (Louisville). 


Supreme Court upholds Illinois and 
California fair trade laws, making 
resale price maintenance legal. 


Heavy buying against January | 
price increases reported from all 
sections. Large inventories will be 
figured in most 1936 statements. 


Sales Indicator for November off 
slightly but distributors report that 
usual December holiday slump 
started later than usual. 


Power Show, New York, visited by 
thousands—many distributors from 
considerable distances. 


Meeting of eastern distributors 
and manufacturers at Rye, New 
York, well attended—much inter- 
est in Robinson-Patman Act. 





the New York State territory for 
the Cleveland house. He traveled 
seventeen years for Worthington. 

Thirty years ago Mr. Hulburd 
was placed in charge of the com- 
pany’s cutlery, saddlery and sport- 
ing goods department. A few years 
later he was made sales manager, 
and in 1919 was elected member 
of the board. 

L. H. Weber has been named first 
vice president of the George 
Worthington Company. He has 
been a Worthington mean_ since 
1892. Mr. Weber became a mem- 
ber of the board in 1924. 

J. G. Schullian, succeeds Mr. 
Weber as second vice president and 


Vice-president W. R. Martin (purchases) 
vice-president Harry Casper (sales) and 
president George Cherrington are darned 
proud of the silver plaque awarded to the 
Standard-Machinists Supply Company for 
having the most informative booth at the 
Pittsburgh Informa Show. Pictures of the 
exhibit will be found on page 46. 


MILL SUPPLIES © JANUARY 1937 


will continue to serve as the com- 
pany’s treasurer. 

Secretary of the company is L. 
B. Collar. Paul H. Deming, De- 
troit, continues as chairman of the 
board. 


Crerar, Adams Expands 
Lines and Staff 


E. C. “Eddie” Poehler, president, 
Crerar, Adams and Company, Chi- 
cago distributor, has announced 
several changes of interest to the 
supply field. 

The company has purchased from 
the former owners of George B. 
Carpenter and Company, their en- 
tire mechanical rubber goods divi- 
sion, embracing the New York 

Selting and Packing Company’s 
products and allied lines. 

In addition, Crerar, Adams has 
been made exclusive Chicago terri- 
tory distributor for the Silver Lake 
Cordage Company. Also, this com- 
pany is now distributing manila 

[Continued on page 46] 





Prospecting 


Sales 


Take manufacturers of shears—take 
the J. Wiss & Sons cutlery plant, to be 
specific. What can the mill supply 
salesman sell to a plant of this type? 
Let Edwin Laird Cady show you 
through. 
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CISSORS, snips, and the like 
S are made in thousands of types 
and sizes. There are special shears 
for sheep, for trimming the fet- 
locks of mules, and for hundreds of 
textile, metal working and other 
industrial uses. Some of you mill 
supply salesmen are even making 
money by selling manicure scissors 
for cutting the flash from molded 
rubber products, trimming fine 
wires in radio tubes, and trimming 
and shaping fine paper and textile 
products. 

A plant manufacturing shears 
does more than furnish a product 
for the mill supply salesman to sell 
to others — it is itself a prime pros- 
pect for hundreds of items on the 
salesman’s list. 

Let’s take a look at the cutlery 
plant of J. Wiss & Sons Company, 
Newark, N. J. This plant was mod- 
ern in Civil War days and it is be- 
ing kept modern now. It appreci- 
































ates good work and loyalty so much 
that an astonishing list of fathers 
and sons are working there; and it 
buys plenty of mill supplies. The 
purchasing agent never knows what 
is going to be needed next, for the 
items run into the thousands per 
year. Here are a few places to 
look for business in plants of this 
kind: 


Raw Materials—Steel is the 
principal raw material used and 
(unfortunately for the mill supply 
salesman) steel is bought by the 
carload. But here and there the 
special and rush orders require 
quick shipments from local stocks. 
There are also small needs for brass 
and other metals, especially in the 
form of brass castings from which 
tailors’ shear belts are made. 


The Forge Shop—Wham! Wham! 
Wham! Dies weighing hundreds 
of pounds each are lifted up and 
dropped onto red hot steel. They 
shape the metal and pound it into 
closer density, just as squeezing a 
snow ball will shape it and make it 
harder. And every wham means 
that clutch facings have picked up 
the load and let it go; belts have 
been under strain; and the hardest 
condition of shock load has been on 
every bolt, nut, bearing and other 
part. Those whams mean orders. 

Wiss equips its forge shop with 
products and equipment that are 
plenty big and strong. Neverthe- 
less, the heat and fumes from those 
forges must rise to the ceiling, 
passing the belts on the way and 
creating problems of belt dressing 
and fastenings, and finally getting 
up where they make necessary in- 
terior wall and exterior ceiling 
preservation. A forge shop is no 
place for any supplies that can’t 
take it. 

In addition to forges there are 
furnaces and heaters. Some of 
these are of big capacities to take 
the tons of production heating for 


Partial list of what's used in the main- 
tenance room: bench legs, factory 
stools, furnace linings, fire tongs, 
wrenches, files, hammers, chisels, tool 
bits, bolts and nuts, electrical parts, 
lubricating devices. . . . 


These grinding machines and inci 
dental machine tools require 
wheels and abrasives, sheet metal, 
ball-bearing hangers, roller-bear- 
ing pillow blocks, tool bits, mitling 
cutters, paint... . 


the big hammers. Others are small 
enough to be used for tool room 
work. The linings and floors of 
these furnaces are subject not only 
to the effects of the heat on them, 
but also to occasional accidental 
breakage when someone mis-han- 
dles a steel bar. Even though the 
Wiss workmen do show by their 
movements that they are exception- 
ally well trained, there is bound to 
be occasional heater damage calling 
for emergency use of repair ma- 
terials, in addition to the regular 
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Used in the forge shop: belting, 
fasteners, belt dressing, valves, 
piping, oil-burner nozzles, furnace 


linings, safety 
ee 


clothing, heavy 


use of lining materials for over- 
hauls. 

The furnaces and heaters also 
need occasional valve, pipe, coup- 
ling, and similar supplies. A 
slightly worn valve can pile up an 
awful increase in the fuel bill. 

Pickling Room — Alongside the 
forge shop is the pickling room, 
where scale and other bad surface 
conditions are removed from the 
metals. There is almost always a 
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and protections for personnel. 
Gloves, aprons, shoes, gog- 
gles and other safety sup- 
plies are called for. The Wiss 
safety program is_ thorough. 
And when rough and hot steel 
is being handled, the safety 
program needs plenty of the 
things supply houses carry. 


Machine Room — The 
pins upon which the shears and 
snips are hinged are needed in 
thousands of sizes and shapes. 
Some must be of the hardest of 
steels for use in metal cutting 
snips of the heavy duty types. 
Others must be of those tough, 
stainless steels that will stand 
water. The production orders 
may be for a few dozens, or many 
thousands. Here in the screw ma- 
chine room are drill presses, lathes, 
hand screw machines, milling ma- 
chines—in fact, all the equipment 
of a small production factory mak- 
ing machine parts. Many of these 
machines are the kind that mill 
supply houses sell. 

Wiss also has many small units 
like these in various parts of its 
plant: here a group of turret lathes 
and millers, and there a single sen- 
sitive drill mounted on a_ bench. 
With so many thousands of items 
in production, if Wiss tried to route 
all its machining operations through 
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one main screw machine room its 
materials handling problem would 
be hopeless. These incidental ma- 
chines also are almost all of types 
regularly carried in stock by mill 
supply houses. 

Now all of this machining re- 
quires belts, belt fasteners, tool 
bits, milling cutters, vises, bench 
legs, factory stools and chairs, 
lighting fixtures and_ supplies, 
chucks, collets, face plates, clamps, 
files, hacksaw blades, reamers, 
wrenches, chisels, and all of the 
million and one items of daily need 
in the machine shop. The Wiss 
stock of tools and tool steel shapes 
is amazingly varied and has an 
enormous inventory value. 


Tool Room—In addition to the 
items mentioned above the _ tool 
room requires the specially accu- 
rate gauges and similar precision 
instruments for tool makers. Tools 
are life and death matters to a 
factory of this kind, and must be 
made for the special grinding and 
polishing machinery in use as well 
as for the more ordinary punch 
presses and welding hammers. (Of 
course, Wiss is not a market for 
snips, pliers nor ordinary wrenches. 
There are no “shoemakers children” 
in this plant!) 


Power and Maintenance — Be- 
cause over 25 per cent of the steam 
it generates is used for processing, 

(Continued on page 114) 
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Y FIRM specializes in busi- 

ness surveys, business coun- 
sel, and management. We make 
our living by solving other people’s 
problems. We are hired by busi- 
ness executives not because we 
know more about their businesses 
than they do. We are hired be- 
cause our very lack of specific 
knowledge of their business, cou- 
pled with our knowledge of the 
problems of other industries, per- 
mits us to bring to their particular 
problems a perspective which they 
cannot have because of their inti- 
mate association. 

Let us assume that you have 
asked my organization to survey 
your business and tell you what 
you should do. Let us also assume 
that you are typical of many units 
in the industry. Your family has 
been in the mill supply business for 
three generations. You are at- 
tached to the business and you know 
it better than anything else. The 
business does a normal volume of 
half a million. You are losing 
money. You want to know whether 
to stay in it, liquidate, or sell out. 

In approaching a problem of this 
kind, our moves are analogous to 
the moves a doctor makes in diag- 
nosing the ills of a patient. A 
doctor goes after the heart, the 
lungs, the liver, the kidneys and the 
blood. He goes after the things 
that make the human body work. 
We have, in the same way, what we 
call the anatomy of business. It is 
composed of the sixteen things that 
make a business work. We analyze 
each of these things in searching 
for business troubles. Let us go 
through them together: 


The Anatomy of a Business 


1. Product, mer - 8. Profits. 
chandise or 9. Reputation. 
service. 10. Experience. 

2. Economic need. 11. Competitors. 

3. Market—size and 12. Methods. 
nature. 13. Equipment. 

4. Management. 14. Plant. 

5. Personnel. 15. Location. 

6. Prices. 16. Capital. 

7. Costs. 





NAtOMY oF THE 





Supply Business 


JAMES C. OLSON 
Booz, Fry, Alle 


2n 


and Hamilton 





Mr. Olson, a “business doctor,"’ examines an ailing 


mill supply house and renders a diagnosis . . . from 


a talk before the Central States Mill Supply Club 


It will 
to cover thoroughly these sixteen 
elements. However, | 
consider briefly, but specifically, the 
first eight of And, inci 
dentally, as we diagnose this one 
business, we will at the same time 
pretty well cover the mill supply 
industry. An industry is merely 
a combination of like businesses. 


be impossible for me here 
do want to 


these. 


1. Product, Merchandise or Service 


You don’t manufacture or create 
anything. You don’t change the 
form of the goods you sell. You 
render a service by making avail- 
able to a large number of cus- 
tomers a large number of mill sup- 
ply items produced by a large num- 
ber of manufacturers. 
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inevi- 


This combination creates 
tably an inventory problem serious 
enough to sink you. In surveying 
your company, I should, therefore, 
want to ascertain some facts about 
your inventory. Is it clean or does 
it contain obsolete items? 

Is it made up of fast moving 
items whose storage does not dissi- 
pate your profit, or are there some 
“stickers?” Is your situation in 
this respect analogous to that of 
the old line, outmoded hardware 
store which carried some 40,000 
items, many of which did not move 
from one year to the next? The 
old line hardware store manage- 
ment thought they had to boast, “If 
it’s hardware, we have it.” Mont- 
gomery-Ward and Sears-Roebuck 
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have demonstrated that a hardware 
department carrying 8,000 of the 
fast moving, quick turnover items 
can be run profitably. What turn- 
over are you getting? 

Are you carrying large quanti- 
ties of items now stocked locally 
by manufacturers? If so, you are 
performing a function for which 
you are not getting paid. 

In a narrow margin industry like 
yours every item of expense must 
be carefully watched. Inventory is 
one of the dangerous ones. 


2. Economic Need 

The original functions of a mill 
supply house were twofold: First, 
in those early days, the mill sup- 
ply house had to act as a supply 
depot from which customers could 
get quickly the mill supply prod- 
ucts made largely by Eastern man- 
ufacturers. 

The second function was to mar- 
ket with one call small quantities 
of a large number of items to many 
industrial buyers. Mill supply 
houses were thus able to spread 
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selling costs over many items. 
They were able to perform econom- 
ically a service the manufacturer 
could not perform profitably on his 
one or a few items. 

Today the function is less im- 
portant, particularly for those of 
you serving metropolitan areas. 
Eastern manufacturers, for exam- 
ple, have placed their own stocks 
in Mid-Western cities. Those 
houses still performing the supply 
depot function are rendering a 
service for which they are not be- 
adequately paid. 

Is there a future for you in the 
performance of the second func- 
tion? If not, we had better recog- 
nize that fact now. 

It is the opinion of my firm that 
you do have a future in the per- 
formance of this function. We 
arrive at this conclusion for three 
reasons: (1) There never has been 
and there never wil! be a dearth of 
small and medium size business 
units who will buy the bulk of 
their mill supply requirements 
from you, (2) Even the largest 
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concerns need many mill supply 
items in quantities too small to pur- 
chase direct. (3) Prior to 1927 
there was a distinct trend toward 
the concentration of business en- 
terprises into larger units and 
fewer centers. That trend has for 
the last few years been reversed. 
Industry is now spreading out, cov- 
ering more territory and operating 
smaller, more flexible units. You 
need only look at the moves Henry 
Ford has made in the last twenty 
years to see a startling example of 
both these trends. 


3. The Industrial Market 


In this hypothetical study of 
your specific company, we _ shall 
make no more than brief mention 
of the national market potentials. 
No one house can cover more than 
a small section of the total market 
open to industrial distributors, 
which, conservatively estimated, is 
well over a billion dollars annually. 
In marketing your goods you have 
only two basically sound appeals for 
customer preference. These are: 




















DON'T LET IT SCARE YOU 
Here's How It Works 
© 


Along the vertical O-Y line are indi- 
cated values in dollars. Along the 
horizontal O-X line are indicated per- 
centages of capacity of a hypotheti- 
cal company's operations. Fixed 
expenses are represented by the line 
B-E. Variable expenses are indicated 
by the distance of the line B-C from 
the line B-E. Total costs of doing 
business are represented by the line 
B-C. Broken line O-A represents Net 
Sales. Area shaded and bounded by 
letters ODB represents loss experi- 
enced prior to the time when volume 
reached the break-even point, D. At 
that point Sales just equal Tota 
Costs. The area bounded by the 
letters ADC represents the possible 
profits as volume increases. It is as 
sumed that the company under con 
sideration is operating with an aver 
age gross margin of 23 per cent. 





(1) price and (2) service. When 
you ship goods too far appeals are 
dissipated by transportation 
charges and the time required. 


4 & 5. Management and Personnel 


The fourth and fifth elements in 
our business anatomy are manage- 
ment and personnel. In the last 
twenty-two years our firm has had 
the privilege of surveying more 
than three hundred businesses in 
more than one hundred different 
industries. We have found without 
exception that when there is trou- 
ble in a business the source of that 
trouble can be traced directly to 
personnel. We know, furthermore, 
that when there is a tough job to 
be done getting the right man to 
do it is equal to getting it done. 

I should first want to appraise 
the executives. Have they a thor- 
ough knowledge and vision which 
permits them to comprehend the 
relations of the mill supply busi- 
ness to general business? Are they 


young in their thinking and ideas? 
Are they open to new ideas and 
suggestions? 

I should next direct my attention 
toward the sales personnel. You 
should hire salesmen because they 
possess personality, ability to get 
along with people, a sales instinct, 
and other fundamental sales quali- 
ties. Although it is admittedly 
important, don’t overemphasize the 
need of a technical knowledge of 
the mill supply line. You can’t 
train fundamental sales qualities 
into a man. You can teach one 
who possesses those qualities a 
technical knowledge of the mill sup- 
ply line. 

Your phone salesmen are a more 
important part of your picture 
than you may realize. They are 
your most frequent contacts with 
many of your customers. This is 
especially true for those firms lo- 
cated in metropolitan areas. They 
must know the technicalities of the 
line. They can, if smart, make 
money for you by the intelligent 
handling of price quotations and 
orders. 


6-8. Prices, Costs and Profits 


The next three elements in our 
anatomy of your business are so 
closely related that I want to con- 
sider the three of them at one time 
by taking a look at the mill supply 
dollar. 

Your business is one of trading 
merchandise for dollars. Let’s see 
what becomes of one of your aver- 
age industry dollars in a normal 
vear. Seventy-eight cents go for 
merchandise. You have only 22 
cents left. Out of this. you have 
to pay all expenses and eke out a 
profit. Twenty-one and one-half 
cents go to pay your costs of doing 
business. You have just one-half 
cent left. When a dollar walks 
into your front door, it means only 
a half cent profit. 

In 1930 your industry, like most 
others, had entered the depression. 
The activity of your market had 
shrunk to approximately one-half 
its 1929 status. This shrinkage in 
market meant drastically declining 
volume for you. You 
faced with shrunken sales and with 
expenses which refused to shrink 
proportionately. The inevitable re- 
sult was Loss. 


sales were 
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When you taced these facts, you 
had to make some moves to rebuild 

your sales volumes. You realized 

that profits in your industry came 

from the handling of large volumes 

at low cost. 

If we assume that there are in 
every product line several manufac- 
turers producing products of about 
equal merit, you had just three 
appeals to use in rebuilding your 
volume. The appeals are: (1) 
Price, (2) Service, and (3) Reci- 
procity. The first two, price and 
service, are economically sound bus- 
iness producers. 

Price has no effect upon a pur- 
chasing agent unless he has a requi- 
tion. Price will not cause him to 
buy more of an item. As an in- 
dustry, you were wise enough to 
realize that low prices would not 
You knew that 
low prices would simply bring your 
industry, as a whole, less dollars 
for the same amount of goods. 

You were forced to cut prices at 
times to meet members of your 
industry who, being ignorant of 
sold the key or backbone 
items of your line at low prices. 
You were forced to meet the prices 
of manufacturers who sold direct 
to your customers. You found re- 
tailers willing to step up their vol- 
ume by handling mill supply busi- 
ness at little or no profit. To 
further complicate the picture, 
brokers and “curb stone jobbers” 
came into the business on a finan- 
cial shoestring. They carried a 
narrow line of products which they 
sold to your best accounts. When 
they made sales, shipment was 
made direct from the manufacturer, 
or they picked up the item from 
the manufacturers’ or your stocks. 

Despite all of these discouraging 
factors, if you were typical of your 
industry, your gross margin, that 
part of your dollar which covers 
expenses and profits, actually in- 
creased. I have searched for the 
causes of this increase and I have 
found three: (1) Many of the 
items you sell bear increasing dis- 
counts as your sales quantities in- 
crease. The smaller requirements 
of your customers during the de- 
pression resulted in smaller sales 
(2) You bought at bet- 
Aided by the N. 


increase business, 


costs, 


discounts. 
ter prices. (3) 


(Continued on 


page 98) 






E. J. McOSKER 


Western Editor 


SIMPLE, but effective system 
A is employed by the Brown-Rob- 
erts Hardware and Supply Co., 
Ltd., to insure both volume sales 
and profits from the efforts of its 
outside organization, and the proper 
movement of all types of supplies, 
equipment and tools for which there 
is a market in the territory covered 
by this well known Alexandria, La., 
house. 

The plan incorporates a method 
of salesman compensation, which 
provides a real incentive for the 
selling force to do its part in attain- 
ing the company’s objectives. Each 
outside salesman for Brown-Rob- 
erts receives, first, a base salary 
and expenses, the latter including 
the costs of running his automo- 
bile. (All but two of the salesmen 
are supplied with automobiles by 
the company.) 

Then he has an opportunity for 
commission under a two-way con- 
trol. First, his sales must total 
more than the volume quota allotted 
him for the year. Secondly, he 
must average 16 2/3 per cent gross 
profit on the sales quota assigned 
him. If he meets both these stip- 


24 


ulations, then he is paid a commis- 
the gross 
profits of his total sales less the 
16 2/3 per cent gross profit required 
on his sales within his quota. 

Following are examples to dem- 
onstrate how this arrangement 
works out: 

Let us assume that the salesman 
has a quota of $100,000 for the 
year, and sells exactly that amount 
of goods at an average gross profit 
of 162/3 per cent. The board is 
then balanced, and no commission 
is paid. However, if he sells $125,- 
000 worth of supplies, equipment 
and tools during the year, he profits 
one-fourth (25 per cent) on the 
profits accruing from the 
$125,000 worth of goods he has 
sold—less 162/3 per cent of 
$100,000 which is the gross profit 
he must average on his quota, 


sion of 25 per cent of 


gross 


Penalties for Failures 

If the salesman averages less 
than 162/3 per cent on his $125,- 
000 worth of sales, he is penalized. 
Supposing he averaged only 15 per 
cent gross profit on his total sales. 
The gross profit on $125,000 would 
then amount to $18,750. But from 
this total would be deducted 16 2/3 
per cent on his quota of $100,000, 
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which is $16,666.66. His commis- 
sion, therefore is 25 per cent of the 
balance ($2,083.34), or $520.83. 

Had he maintained an average 
gross profit of 162/3 per cent all 
the way through on his sales, the 
base commission figure would have 
been higher, for 16 2/3 per cent of 
$125,000 is $20,833.33. Deducting 
$16,666.66 (162/3 per cent of 
$100,000), a commission base fig- 
ure of $4,166.67 would be arrived 
at, and the 25 per cent commission 
on that amount would be $1,041.67, 
or twice as much as he would earn 
in commissions when the 
profits on his total sales averaged 
only 15 per cent. 

It is evident that this method of 
extra compensation serves two ends. 
By establishing a total quota which 
the salesman must reach before he 
is paid commissions, the company 
encourages volume business. By 
requiring also that 16 2/3 per cent 
gross profit must be earned on the 
sales quota set for the salesman 
before commissions begin, it in- 
spires prodigious efforts on profit- 
able lines. And the higher the 
average gross margin of profit on 
his entire sales, the higher are his 
commissions. 

especial note should be made of 
the fact that commissions are paid 
by the company but once a year. 
It is felt that the house might 
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"We have found our simple system 
very effective in reaching our triple 
objective—volume, profits and ade- 
quate results on individual lines,” 
says J. L. Pitts, president of Brown- 
Roberts. 
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All About 


IPING, the fluid carrier that 

connects units in industrial 
plant, power plant, building and 
home, is often taken so much for 
granted that no thought is given to 
its selection or installation. Yet, 
if it fails in service, the piping 
supplier is likely to be held account- 
able. In spite of its usual lack of 
attention, piping costs an appre- 
ciable part of the total cost of any 
plant. In a power plant, it usually 
runs about 10 percent of total cost; 
in a process plant, it may cost as 
much as a third of the total. 

Among the things that govern 
the service a piece of pipe will give 
—hence should govern your recom- 
mendations—are: severity of fab- 
rication, corrosive conditions, tem- 
peratures, pressures, ease of re- 
placement, importance of lost or 
delayed production, temporary or 
permanent installation. Steel, 
wrought iron, Toncan iron, copper, 
brass, and cast iron are the princi- 
pal piping materials, although tile, 
aluminum, aluminum alloys, Monel 
metal, admiralty metal, stainless 
steel, asbestos, fibre, rubber, lead, 
wood and glass also find their spe- 
cialized uses. 

Most high-pressure piping today 
is seamless steel, made in sizes up 
to 54 inches by the piercing process. 
sizes 54 to 94 inches by either 
piercing or cupping, and sizes above 
94 inches cupping. Fundamentals 
of both processes are illustrated in 
the’ sketches. Seamless pipe is nor- 
mally low-carbon «ceel, but for high 
temperature or other special serv- 
ice, it may be a high-carbon steel, 
4-6 percent chrome, 11-14 percent 
chrome, 16-20 percent chrome 18-8 
(18 percent chromium, 8 percent 
nickel), chrometungsten, or various 
combinations. 

Resistance-welded steel pipe, in- 
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* 
7 C E. J. TANGERMAN 
Technica! Editor 


If piping fails in service, the salesman who 
supplies it probably will be held accountable. 
It will pay you to be familiar with various 
types and their proper applications. This 
article gives them to you. 
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troduced several years ago, is avail- 
able in the same range of sizes and 
materials as seamless pipe, and is 
used for similar services. 

Welded steel pipe, in sizes up to 
1} inches is made by the butt-weld 
process, sizes 1} to 2 inches are 
either butt-weld or lap-weld, sizes 
2 to 14 inches by lap-weld, and 
sizes 14 to 24 inches by either lap- 
weld or hammer-weld. Larger sizes 
are either hammer-welded or fu- 
sion-welded. Toncan iron, used for 
somewhat similar purposes, is avail- 
able in the same size ranges and 
similarly fabricated. 

Copper and brass pipe are seam- 
less cold-drawn in sizes to 4-inch 
(thickness in larger sizes is usu- 
ally to specification). Thin-walled 
tubing is also available in sizes 


up to 6-inch outside diameter, 
connected by flared or soldered 
couplings. Three brass-type alloys 


are commonly fabricated, red brass 
(85% copper, 15% zinc), yellow 
brass (67° copper, 33° zinc), 
muntz metal (60% copper, 40% 
zinc). The Government specifies 


Pipe may be as much as 10%, 
of the capital cost of an in- 
dustrial plant, 


Typical pipe types, show- 
ing form of material. 


Replacing seamless wrought-iron tubes 


the first for hard service, the sec- 
ond for lighter service, and notes 
that muntz metal is not good for 
water piping. 

Cast-iron pipe, as the name im- 
plies, is cast in sizes from 1 to 72 
inches in diameter. Smaller sizes 
have threaded ends like steel and 
wrought-iron pipe and of the same 
dimensions and number of threads. 
A range of sizes has flanged, bell- 
and-spigot, or plain ends. 


Manufacturing Methods 


In order to understand the dif- 
ferences in piping produced by 
various processes, it is essential 
to have some knowledge of the 
processes. Here they are: 


BUTT-WELD PROCESS—Strip steel 
or wrought iron, called “skelp,” is 
rolled to a specified length, width 
and gage, with edges beveled. This 
is curled into a tube with mating 


EZ MZZZZZ 


Resistance 


Hommer 
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edges which are hot enough so that 
die pressure welds the joint. Two 
sets of rolls then size, descale and 
straighten the pipe. Such pipe is 
the commonest type. It is used for 
low-pressure service only, as weld 
efficiency is only about 79°. 


LAP-WELD PROcESsS—Skelp_ is 
heated, its edges scarfed, and it is 
passed through a ring die (or rolls 
in larger sizes) which forms it 
into a cylinder with over-lapping 
edges. Semi-circular rolls force the 
scarfed edges together, weld them 
over a mandrel, and roll the weld 
to normal pipe thickness. The pipe 
is then sized, descaled and straight- 
ened as before. The Pressure Pip- 
ing Code permits such pipe at pres- 
sures up to 400 lb. at temperatures 
up to 750 deg. F. Weld efficiency 
is about 90%. 


HAM MER-WELDING 
is used only on large sizes. 


This process 
A flat 
plate is rolled, as in the making 
of tanks, into a cylinder with over- 
lapping edges. A short section of 
edge is heated and welded at a time, 
the whole joint being made section 
by section along the pipe. The fin- 
ished weld is hammered to plate 
thickness, then the pipe is annealed, 
sized, straightened and descaled. 
Weld efficiency, although this is a 
hand process, runs 90 to 95%. 


RESISTA NCE-WELDING Rolled 
skelp is formed into a _ cylinder 
which is passed between rolls with 
a pair of large-diameter copper 
rolling welding electrodes just 
ahead. Abutting edges are welded 
by the pressure of side rolls after 
the heat of electrical resistance has 
heated them sufficiently. The pipe 
is then rolled to size and straight- 
ened. Weld efficiency is 100%—in 
other words the weld is as strong 
as the pipe wall itself. 


SEAMLESS—Steel bars with their 


(Continued on page 88) 
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If you didn't get a chance to attend 
the Twelfth National Exposition of 
Power and Mechanical Engineering in 
New York last month, we invite you 
to take a look at it through our eyes 


MNOw . « e 


VERY two years thousands of 
inl sellers, and users of 
power equipment and accessories 
throng the Grand Central Palace 
in New York City to find out what 
is newest in the field of power pro 
duction and = application. “The 
Power Show” has become an insti- 
tution. 

Three floors of were 
shown this year during the week 
of November 30—December 5. They 


exhibits 


ranged from large power plant and 
industrial machinery, much of. it 
actually in operation, to plant acces- 
sories representing every branch of 
the mechanical engineering indus- 
try. 

To describe the show in detail 
here, is, of course, impossible. 
However, we shall attempt to give 
a “running account” of the things 
which we think impressed a mill 
supply salesman making a tour of 
the exhibit. (Perhaps in the illus- 
trations you will run into some of 
your friends.) We shall naturally 
only be able to touch the high 
spots, and we warn you before- 
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Takes a Look at the 


hand that not every exhibit will 
be commented upon or even named. 
We purposely shall omit any dis- 
cussion of 


industrial 


heavy power plant or 
equipment of a_ type 
not handled by mill supply houses 
With these qualifica- 
tions, then, on with the show! 


in general. 


Yarnall-Waring Company 
Showed a cutaway section of its 
moving 
colored lights illustrated the opera- 
tion . . . relatively recent devel- 
opment, suitable for practically all 
steam trap applications. 


impulse steam trap 


Jones & Laughlin — Realistic mov- 
ing models showing how a heat of 
open-hearth steel is tapped. 


Parker Appliance Company — 
Demonstrated bending of tubes by 
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hand and machine. visitors 
had a chance to make perfect bends 
aluminum and_ stee! 
tubes of } in. to 14 in. outside di- 


ameter. 


in copper, 


Bridgeport) Brass Company 
Showed, among exhibits of its line 
the famous cowboy sculptured in 


brass and bronze by L. L. Balcolm. 











Wing Manufacturing Company — 
The rotating unit heater rigged up 
as it would be in a plant to blast a 
stream of warm air down upon the 
visitor gave a convincing sales ar- 
gument. . 


Jenkins Bros— Has developed a 
new standard handwheel for its line 
of valves, containing small tags 
showing the type of disk. 


Fairbanks Company — Large cut- 
away model showed how quickly 
(three minutes) worn seat rings 
can be replaced in its renewable 
valves . . everybody was inter- 
ested in the Fairbanks “Magic 
Box” in which, with no mechanism 
visible, different types of valves 
placed themselves on display auto- 
matically. 


Taylor Instrument 
Proud of its recently perfected 
“Binoc” tubing for thermometers 
—a triple lens in the glass tubes 
eliminates empty-bore reflection. 
. Sharp color contrast makes 
it possible to read temperatures at 
considerable distance. . 


Company — 


Air Reduction Sales Company — 
Exhibited its latest type welding 
process . . claims it has cut in- 








POWER SHOW 








































stallation time in half, together 
with substantial savings in rod and 
gases. 


Falk Corporation — Demonstrated 
its flexible coupling by means of a 
Neon tube diagram . new de- 
sign of coupling differs not in prin- 
ciple, but in development of me- 
(Continued on page 108) 





I—"Doc" Coleman of Toledo Pipe 
Threading Machine Co., seems to be 
enjoying his work; Leonard Niessen, 
of Cutler Hammer, gets a laugh out 
of it 


2—Messrs. Stray and Russell, of J. Rus- 
sell & Co. (left) pause a moment 
with S.K.F.'s Carlson 


3—Horace Cleveland, of Bonney Forge 
& Tool Works, tells his visitors a thing 
or two 


4—Jack Perkins (left), of J. H. Williams, 
laughs at a quip by Morris Abrams, 
J. H. Williams’ New York distributor 


5—George McLean, Tulsa representa- 
tive of Fairbanks Co., takes a few 
notes on the proceedings 


6—"Caterpillar” tractors very much in 
evidence 


7—Yarnall-Waring's president B. G. 
Waring (left) is glad to explain all 
about Yarway traps 


8—These three approve: W. R. White, 
White Supply Co., Waterbury, Conn. 
(left); S. J. Woodworth and C. B. 
Veit, Wright Manufacturing Division 
of American Chain Co., Inc. 
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Look For "Bottle-Neck Sales” 


BOTTLE NECKS serve a useful pur- 
pose in providing a convenient place 
for a cork to keep the contents from 
coming out. That is a desirable 
feature. 

But bottle necks in industry are 
just the reverse of desirable. A bottle 
neck in an industrial plant depart- 
ment keeps the contents of that de- 
partment from flowing out freely. It 
slows down the capacity to produce, 

Good management is constantly on 
the lookout for bottle necks, realizing 
that a chain is no stronger than its 
weakest link. A bottle neck opera- 
tion with 15 per cent efficiency will 
pull all of the 85 and 90 per cent 
operations in a production line down 
to its own low level. 

3ottle necks are subject to cyclical 
trends. You will find that they mul- 
tiply fastest on the upturn after a 
depression. And at that time, which 
happens to be now, management must 
be most alert to eradicate them. 

Bottle necks are no respecters of 
places or persons. You will find them 
all over the plant. 

In the production department, look 
for bottle necks wherever machines 
and tools have been in use for five 
years or more: wherever materials 
handling methods have not been re- 
vamped within the past three years: 
wherever power transmission methods 
have not been scientifically studied 
and remodeled within a similar period. 
—The Iron Age, December, 10, 1936. 


More Motor Cars Mean More 
Industrial Purchases 


FORD MOTOR COMPANY is re- 
ported to be proceeding with con- 
struction of a factory at its Rouge 
plant for the manufacture of tires. 
Equipment for this factory will con- 
stitute Ford’s main machinery pur- 
chases during 1937, although a large 
amount of general productive ma- 
chinery also will be bought. It will 
take about 10 months to complete the 
factory. 

Ford is about to add another to its 
chain of small plants in southern 
Michigan located in or near small 
towns or villages and utilizing water- 
power from nearby streams. The 
new plant will be at Milford, home of 
the General Motors proving grounds, 
and probably will be devoted to manu- 
facture of valve seat inserts. 
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Suuay nis 


from the Trade Press 


Packard has invested two million 
dollars in expanding its production 
facilities for its new six and 120 
models. Around $750,000 went for 
new machine tools. Never has Pack- 
ard been so active. It is turning out 
about 9,000 cars a month, is employ- 
ing over 11,000 men, and has a huge 
bank of orders. 

Equipment purchases by the auto- 
motive industry will be fully as large 
during 1937 as in 1936 and perhaps 
larger. Most of the outlay will be 
for cost-saving purposes, although 
some will go for increased capacity.— 
Business Week, November 23, 1936. 


Safety Work Creates Market 


DEMAND for safety equipment and 
services follows very closely the trend 
of industrial activity. 

Continuous research has developed 
goggles and respirators which are 
more comfortable and give greater 
protection. Safety shoes, which a 
few years ago were clumsy and often 
uncomfortable, have been greatly im- 
proved in both appearance and com- 
fort without sacrificing protection, 

Perhaps the most important trend 
in safety work has been the expan- 
sion of efforts for the prevention of 
occupational diseases. This has meant 
not only increased interest in respira- 
tory protective equipment such as 
respirators and masks but also in 
ventilating systems. The increasing 
interest in the health of the worker 
is also developing a wider market 
for wash room and locker room equip- 
ment, and for drinking fountains. 

Good industrial housekeeping has 
always been stressed as an essential 
part of plant safety work. This has 
created an increased market for paint, 
soap and other cleaning material and 
is also influencing higher standards 
of artificial lighting.—National Safety 
News. 


Sell Cleanliness to Food Plants 
WHENEVER you visit a plant that 
is immaculate, you can put it down 
that somewhere in the organization 
is a tyrant who is a stickler for clean- 
liness. And unless there is some- 
one like him in authority, the whole 
place is likely to become slovenly. 

Good cleaning takes knowledge, and 
energy, and lots of plain old elbow 
grease. Also, it takes patience and 
thoroughness. 
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Dragging a wet mop over dirt on 
the floor is not mopping. Squirting 
a weak stream of cold water on ma- 
chinery is seldom effective cleaning. 

Wiping a dirty object with a cloth, 
wet or dry, will not clean it. Actu- 
ally, it may make it worse in the 
sense of bacterial contamination, 
though it may look good. 

Soap or other cleansers, brushes, 
and hot water under pressure are 
very important aids to cleaning. And 
a steam hose is good for drying equip- 
ment after it is clean. 

Periodic fumigation is a big help. 
Rats, mice and cockroaches have no 
place in any plant. Help your cus- 
tomers get rid of them.—Food Indus- 
tries, December 1936. 


Non-Sparking Tools for Safety First 
in Process Industries 


NON-SPARKING tools are used ex- 
tensively where there is a possibility 
of fire or explosion from the ignition 
of solvent vapors. These include ma- 
chinists’ hammers, sledge hammers, 
chisels, open-end wrenches, pinch 
bars, spatulas, and others. 

Oil refineries have been using non- 
sparking tools for some time, in such 
places as gasoline engine room, pump 
rooms handling highly volatile prod- 


(Continued on page 104) 








TOOL ROOM AIDS—Samples of the equip- 
ment devised to make standard tool room 
machines more versatile and to facilitate 
the toolmakers work—American Machinist, 
December 3, 1936, p. 1008. 


HANDLING CARBOYS SAFELY — The 
hazards attending the use of strong cor- 
rosive liquids are so great that only the 
most careful practices should be employed 

Chemical and Metallurgical Engineering, 
November, 1936, p. 598. 


STOCKROOM STRATEGY —In a_ plant 
that manufactures many different prod 
ucts, it is extremely important to have a 
well managed stockroom. This article 
cites a good example, and explains- 
Factory Management and Maintenance, 
November, 1936, p. 52. 


POWER TRANSMISSION ECONOMIES - 
Power transmission is the heart of the 
modern factory It offers innumerable op 
portunities for real savings The Tron 
lye, December 17, 1936, p. 46. 


SPOT WELDING QUALITY Pressure, 
eurrent, time: control them, and = welds 
have to be = good. How National Cash 
tegister does it—Factory Management and 
Maintenance, December, 1936, p. 54. 


MODERN MAINTENANCE—The = smooth 
operation of the planned maintenance at 
the Eavenson and Levering plant in Cam 
den, New Jersey Mill and Factory, 
Vovember, 1936, p. 33. 


PROCESS APPLICATIONS OF POWER 





d special section devoted  eX- 
clusively to process applic ations of 
power services—cold water, hot water, 
steam, refrigeration, electricity, com- 


pressed air, controlled atmosphere, and 
mechanical power. It assembles the funda 
mentals of all the power services a8 
applied to all types of processes—/’uwer, 
December, 1936, pp. 641-672. 
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“Advantage In” tor 


Syracuse Supply 


OOKING back some years in 
Rees mill supply business, I have 
a recollection of pulleys in car- 
load lots—belting, many full rolls 
per order — shafting — collars 
—couplings—clutches — hangtrs — 
and other items in proportion. 
Every factory was a good prospect 
for all sorts of power transmis- 
sion equipment and accessories; 
business was good, and a steady 
flow of orders in these lines could 
be obtained by simply asking for 
it in the right places. 

And then, rather suddenly came 
the idea of doing away with belt- 
ing and putting an individual motor 
on every machine. The develop- 
ment of the V-belt made for more 
unit drives, as did the hinged- 
motor base, geared motors, and im- 
proved speed reducers. Although 
much of these lines—especially in 
replacement—found their way into 
organized mill supply distributor 
channels, a great deal of lost busi- 
ness was traceable to the fact that 
machinery manufacturers were de- 
signing all sorts of equipment with 
self-contained driving units. 

The depression made our cus- 
tomers conscious of power bills, 
and modern group drive came to 
the fore. 

Here is what all of this meant 


in on 


H. E. Torell, of Syracuse Supply 


Company tells how his firm cashes 


P. T. C.'s industry-wide 


"group selling" 


Tb a f hens 
N oti t 7 x e the 


> ve years e € t 
Transmission Council has become the out 
standing example of successful co-operation 
ymong mpeting units in an industry. The 


spectacular results obtained by eight manu 


facturers of power transmission equipment 
in literally pulling themselves out of an in- 
dustry slump by their bootstraps is an of 
told tale. 


Inevitably this co-operation has resulted 
in more business for mill supply houses 
handling power transmission lines.  Inevi 


tably, also, some distributors who saw the 
advantages of the P. T. C. movement and 
-o-operated actively with it from the start, 
protited more than others. Among distribu 
tors who "'cashed in" on P. T. C., the Syra- 
cuse Supply company stands out as a leader, 
In the following columns H. E, Torell gives 
us a first-hand account of his company’s 


experience, 
¥ ¥ 


to the Syracuse Supply Company: 

1. Gradual temporary loss of 
business and profits in power 
transmission items. 

2. Gradual temporary loss of 
prestige in places where unit 
drives came in vogue. 

3. A new merchandising prob- 
lem. 

As an example of (3), what 
were we to do about V-belt busi- 
ness? Here was a stock-carrying 
problem that involved an endless 
number of units to be added to 
stock. Also, our salesmen had to 
learn to distinguish the practical 
installation from many poorly ad- 
vised inquiries. 
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Of course, we became increas- 
ingly aware of the chain drive field, 
which is another unit drive. This 
still further increased the stock. 

To my mind the P. T. C. was 
the first force strong enough to 
cope with the situation along prac- 
tical sensible lines. It gave us, as 
a distributor, something tangible 
to tie to. Did we want to save 
our transmission business? You 
just bet we did! But we could not 
afford to be wrong from the en- 
gineering standpoint, and you have 
to be absolutely sure when you 
are bucking a trend that has so 
much “first shot” sales appeal as 
the unit drive. 

In this job, the “Red Book” of 
the P. T. C. helped immensely, as 
did the case studies, the club idea, 
the P. T. C. field service man, and 
the modern group drive advertis- 
ing. 

3ut over and above all of these 
real helps was the shining light of 
an ideal. Here, at last, a group 
of manufacturers of related and 
inter-dependent equipment and ma- 
terials were beginning to do a con- 
structive group selling job that 
was nothing short of an inspira- 
tion. 

It is important that our sales- 
men recognize the proper place in 
the equipment field of power trans- 
mission equipment. I do not con- 
sider it is either the function or 
the duty of the mill supply sales- 
man to enter into abstract tech- 
nical discussions as to the merits 
or demerits of the group drive as 
distinguished from the unit drive. 
I believe the mill supply salesman 
should start from the premise that 
the modern group drive has a defi- 
nite place in the picture—he should 
be so informed and educated that 
he is capable of recognizing its 
rightful place and be in a position 

(Continued on page 118) 
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Quick review of speeches at 


joint meeting of eastern members 
of National and American Associations 


(1) H. F. "Sy" Seymour, Columbian 
Vise, chairman, Distributor's Relation; 
Committee, American Association, 
urged establishment of distributors’ 
buying policies comparable to sales 
policies of leading manufacturers. 


(2) Carl Channon, Great Lakes Sup- 
ply, member, Governing Board, 
1.S.R.B., warned distributors that they 
couldn't afford to ride free, “on the 
tail of the wagon,” that they couldn't 
expect manufacturers to carry bulk of 
the load in promoting the value of 
distributor's service. 


(3) G. A. Barnard, Graton and 
Knight, discussed merchandising, 
stressing importance of proper use 


of sales promotion material by both 
distributor and manufacturer. 


(4) Harry Rinehart, secretary-treas- 
urer, National Association, reported 
activities of his office, urged distribu- 
tors and manufacturers alike to make 
use of facilities available. Reported 
an increase in membership of 24. 


(5) Harry Ruhf, Cleveland Tool and 
Supply, Chairman, Manufacturers’ 
Relations Committee, National Asso- 
ciation, "tied into” reciprocal buy- 
ing and selling with a will, intro- 
duced with double emphasis a resolu- 
tion adopted by executive commit- 
tees of National and American Asso- 
ciations, condemning the practice. 


Readers interested in complete texts of talks made at Rye meeting 
may obtain full information by writing the National Supply and 
Machinery Distributors’ Association, 505 Arch Street, Philadelphia. 


The complete program follows: 


Activities of National Association H. R. Rinehart 
Activities of American Association R. K. Hanson 


Robinson-Patman Act 


er George Nobelsine 


Relations of Taxes to Distributors’ Margins .R. C. Duncan 


Merchandising 

Social Security Act 
Selling Policies 
Buying Policies 

New I.S.R.B. Program 
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G. A. Barnard 
H. R. Rinehart 

H. E. Ruhf 
H. F. Seymour 
C. A. Channon 











aS- 
ed 
yu- 
ke 
ed 
24. 





1. A counter is: (1) a device for 


counting strokes, (2) the part of 
store on which a grocer wraps 





packages, (3) a return blow in box- 
ing, (4) the man who counts things 
as they pass, (5) somebody that 
matters. 


2. A drum hoist is: (1) A jig for 
raising barrels and oil drums, (2) 
a hoist that sounds like a drum 
while operating, (3) a hoist with 
integral drum on which the hoist- 
ing cable is wound, (4) another 
name for a barrel support, (5) I 
haven’t the least idea. 


3. A duster is: (1) a linen top- 
coat for open-car riders, (2) a 
maid’s feathered tool, (3) some- 
thing made of horse hair, (4) a 
dirt pusher-around, (5) another 
name for a bench brush. 


4. Lye is used for: (1) Getting 
out of possible trouble, (2) remov- 
ing old paint, varnish, grease and 
dirt, (3) designating the position 
in which a golfer finds his pall, 
(4) a Boston hen when you want 
her to lay, (5) the center of a 
caustic remark. 


5. An accordion door is: (1) A 
several-part door that opens like 
an accordion folds, (2) the way 
into an accordion, (3) the kind 
that plays sweet music when you 
open and shut it, (4) one that needs 
oiling, (5) a door that moves back 
and forth instead of swinging. 


6. A stay roller is: (1) A device 
for rounding up stays, (2) a device 
for rolling in the ends of stays, (3) 
the man who does stay-rolling, (4) 
a device for storing stays, (5) a 
door roller with a bracket. 

7. A conductor strainer is: (1) A 
wire cage to go on the upper end 
of a drainpipe, (2) somebody that 





won't pay his fare, (3) a passen- 
ger that offers a bill too big to 
cash, (4) a device for pulling elec- 



























































All 
salesmen 
will want to try their hands at 
checking the correct answers. 
When you have finished, turn 
to page 114 for author's list. 











tric wires tight, (5) a sorting de- 
vice for conductors. 


8. A grease monkey is: (1) A 
monkey made of grease, (2) an 
oiler, (3) a Mexican, (4) a wrench 
suitable for use in greasy places, 
(5) don’t know. 


9. Snips are: (1) Little girls that 


nobody likes, (2) cuttings from 
bushes that can be planted and will 


w 








» 


grow, (3) what dogs do when they 
don’t like someone, (4) overgrown 
shears for tin-cutting, (5) a kind 
of bird. 


10. A try square is 1) An effort 
to get a 90-deg. angle, (2) a par- 
oled convict’s effort to go straight, 
(3) a small adjustable steel square, 
(4) named after its commonest 
use—Trying square corners, (5) an 
effort to get an exact 90-deg. angle. 


11. A lag screw is: (1) The last 
screw in a line, (2) a stud with a 
wood-screw thread on one end, (3) 
a screw that doesn’t drive in prop- 
erly, (4) a screw with a stop to 
keep from going in too far, (5) 
used for connecting lags. 
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12. A tapper tap is: (1) An extra- 
long tap used in a tapping machine, 
(2) a kind of dance step, (3) a 
machine for drilling holes, (4) a 
machine for testing soundness by 
tapping, (5) a threading machine. 


13. Sweeping compound is: (1) A 
fast way to get sweeping done, (2) 
two men sweeping side by side, (3) 








usually sawdust in colors, (4) usu- 
ally sold by the barrel, (5) cleaning 
the town square, 


14. Blocks are: (1) Children’s 
cubical toys, (2) big pulleys, usu- 
ally of wood and with several 
wheels, (3) the pieces of wood 
around a shop used for blocking up 
work in process, (4) something on 
a railroad, (5) another name for a 
log jam. 


15. Marline is: (1) A_ kind of 
fish, (2) 2-yarn tarred: hemp twine, 
(3) used by cable, conduit, and ap- 
pliance manufacturers, (4) used by 
telephone companies, (5) used by 
tent and awning makers. 


IT'S YOUR MOVE! 

Does the supercilious sailor push 
the lever or pull it to raise the 
flag? All pulley pivots except “A” 
are assumed to be fixed. Correct 
answer on page 114. 
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PAINT ano VARNISH 
BRUSHES 


WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 


PUSH BROOMS 


































SALESMEN OF OSBORN DISTRIBUTORS 
FACE 1937 WITH WIDE OPEN 
OPPORTUNITY TO GAIN PEAK BUSINESS 


e Alert to the quickening pace of industrial activity .. . 
with lack of time the biggest obstacle of busy buyers... 
keen-minded Salesmen of Osborn Distributors will ask this 
10-second question of hard-to-interest-because-time-pressed 
prospects: “Why waste your time buying brushes from 
several incomplete sources when the standard stock line of 
Osborn Brushes gives you wide selectivity of types and 
sizes PLUS uniformly high quality ... proved perform- 


an 
ance... and ACTUAL, not theoretical, brush economy?” 


IMPORTANT MEMORANDUM — To keep pace with the 
rapidly increasing demand for the standard line of 
Osborn Brushes, Osborn Distributors with adequate 
stocks are in the strongest position to “cash in” on future 
demands. Prepare NOW for the profit-making days ahead. 
Check up on YOUR stocks of standard Osborn Brushes. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE + CLEVELAND, OHIO 


SALES OFFICES: NEW YORK » DETROIT +« CHICAGO « SAN FRANCISCO 


Osborn Brushes 


PAINT ano VARNISH 
BRUSHES 


WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 


PUSH BROOMS 















“DO YOU KNOW" MEETING 


Power Transmission Council 
held an informative open meeting 
on the afternoon of December 3 at 
the Hotel Roosevelt, New York 
City. The theme of the meeting 















At a meeting of the Kansas City Power 
Transmission Club, Kansas City, Mo. 
Left to right—Horace C. Brown; Edward 
Schiefelbein; John Heimovics; M. Ry- 
pinski; Thomas Yonley, President; Ray- 
mond Skates (hiding?); R. W. Ketchum; 
Ed Blaylock; J. S. Foster, Secretary; and 
O. K. Wright and James McGowan. 


was “Do you know that a New 
Method of applying power has been 
developed which had been dormant; 
has taught 2500 industry represent- 
atives new methods; and offers in- 
dustry future opportunities for 
improving efficiency, and reducing 
costs; and is acknowledged to be an 
outstanding achievement in power 
transmission?” 

On the program were Frank Gas- 
kill of Philadelphia Electric Co., 


D. S. Sammis, Works Manager of 
Underwood - Elliott - Fisher Co., 
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Jones, Industrial Economist and 


VE WA 


Conducted by 


VICTOR A. HANSON 
Chief Engineer 
Bridgeport, Conn., H. E. Torell, Power Transmission Coun 
Syracuse Supply Co., and M. M. 


Vice Chairman of the Board of 
Directors of Power Transmission 
Council. 

Mr. Torell’s address on “What 


the Council Has Done for Our In- 
dustry” was based on an independ- 
ently made national survey of dis- 
tributors, and he showed how the 
results of this survey paralleled the 
experiences of his own company. 
This material is being reproduced 
and will be sent to the clubs sep- 
arately. 

“Future of the Power Transmis- 
sion Industry” was the subject of 
Mr. Jones’ talk, which climaxed the 
meeting. This comprehensive pa- 
per is being reproduced and _ will 


Here are the 1936-37 officers of the Power Transmission Club of Northern California. 

Left to right—Roy G. Douglas, Treasurer; P. E. Elliott, Vice-President; E. R. Sewell, 

President; H. Nelson Cook, Secretary; W. E. Ayer, Chairman of the Entertainment 

Committee; and E. Laub, Chairman of the Technical Committee. This group under 

Mr. Ayer as Chairman was also in charge of the Club's Third Annual 'Fundfest'’ 

which more than 100 attended. From all appearances the club certainly picked the 
right man as chairman of its Entertainment Committee. 
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“TOLEDO” No.999 SUPER 
IS REALLY SUPREME 























Compare a “TOLEDO” No. 999 Super Model 2” 
Power Pipe Machine with any other small port- 
able machine and you will understand why it is 
outselling all other ',;"" to 2” power machines. 


A separate all steel hinged type die head and 
separate set of dies for each size pipe permits 
instant die change. No die movement in the 
slots and no slot wear. Always smooth perfectly 
tapered threads assured. 2” pipe is threaded in 
22 seconds and smaller sizes in proportion. 


Cutter head with four cutter knives cuts off 2” 
pipe in 10 seconds with a straight square-end 
cut and NO BURR. If reaming is desired, the 
Pipe is reamed in less than 3 seconds. So 2” 
pipe can be cut, reamed, and threaded in less 
than one minute. 


All controls centralized in the motor switch, 
located at the operator’s right hand—a real 
right-hand operated machine. 





Oil pump—centrifugal type. No relief or over- 
flow valves. Passes dirt and chips without clog- 
ging. Large deep chip pan prevents oil splashing. 
The 3-jaw geared universal type chuck is fitted 
with wrench ejector fingers, and adjustable 
safety friction gear will slip if machine is over- 
loaded. All gears run in a bath of oil. 


Motor is a full 12 HP universal that operates 
from any 110 volt lamp socket. It will develop 
up to 114 HP under load—far more than ample 
power to operate geared threading and cutting 
tools up to and including 12” with a Universal 


Drive Shaft. 


Compare these features with other portable 2” 
power machines and you will realize why the 
“TOLEDO” No. 999 is the machine you should 


offer your trade. 





THE TOLEDO PIPE THREADING 
MACHINE CO., TOLEDO, OHIO 


NEW YORK OFFICE, 72 LAFAYETTE ST. 
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be sent to the Power Transmission 
Clubs. 


VERSATILITY IN TRANSMISSION 


The subject of Mr. Sammis’ ad- 
dress was “Versatility in Power 
Transmission” and was based on 
the recently installed power trans- 
mission system at the plant of the 
Underwood-Elliott-Fisher Co. when 
the consolidation was made at 
Bridgeport, Conn., of this com- 
pany’s plants at Rockford, IIll., and 
Harrisburg, Pa. He said: 

“When this consolidation was 
contemplated, the question of power 
transmission was subjected to a 
thorough-going study to _ insure 
maximum operating efficiency at 
minimum power cost and to antici- 
pate the fluctuating production de- 
mands of the adding machine and 
accounting machine business. In 
view of the company’s slogan that 
it ‘speeds the world’s business,’ we 
believed it necessary to have a 
plant which would speed the man- 
ufacture of the machines which the 
company builds. ... 

“Although we have no intention 
of standardizing on either group 
or individual drives, since each has 
its place in our production set-up, 
we are standardizing on other 
phases of our power equipment. 

“All told, we have about 500 mo- 
tors, varying in size from 1/20th 
h.p. to 55 h.p. Most motors turn 
at 1200 r.p.m. All motors are 220 
volt, 60 cycle, 3 phase, constant 
speed induction, with ball bearings. 

“All hangers are equipped with 
ball bearings; all lineshafts are the 
same size —115/36”. The speed 
of the lineshafts is standardized at 
250 r.p.m., with the exception of 
the Screw Department, where the 
speed is 230 r.p.m. 

“The use of smaller motors on 
group drives also provides an im- 
portant hedge against lost time due 
to motor failures. If a motor 
burns out, only one small group of 
machines is affected—and that only 
for a short time, since spare motors 
can be carried in stock for imme- 
diate replacement. .. . 

“At Bridgeport, 187 Automatic 
Screw Machines were laid out in a 
series of group drives, 5 h.p. or 
74 h.p. motors being installed so 
that each powered a group of from 
five to ten machines. These drives 
permit an important operating 
economy since not all groups of ma- 
chines are operating at all times. 
In addition to the saving in power 
consumption important savings are 
obtained in overhead drive con- 
struction and maintenance, as well 
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as in wear and tear on the machin- 
ery itself. 

“In addition to the group drives 
in the Screw Machine Department, 
we have a few machines with indi- 
vidual motors which are especially 
useful in taking care of overtime 
production on individual items. 

“In our Punch Press Department 
individual motors are provided for 
all heavy toggle and geared punch 
presses used for swedging. In the 
same department is a special bench 
punch press operated by a 4 h.p. 
motor, for light plate punch work. 
The balance of the department is 
arranged to drive in groups of 5 to 
7 presses. ... 

“The general factors of economy, 
convenience, performance and 
maintenance were all given their 
due weight in the layout of this 
power distribution problem. In 
some places one factor is presumed 
to outweigh all others and there- 
fore the disregard of the other fac- 
tors is quite pronounced. In every 
instance, however, the decision was 
based on sound reasoning applied 
to the problem presented, using all 
the facts that past experience and 
current engineering practice could 
bring to bear... . 4 

“Out of our experience with over 
three years of operation in the con- 
solidated plant in Bridgeport, we 
are pleased to bring this testimony 
to the soundness of the general 
principles advocated by the Power 
Transmission Council.” 


P.1.C. HELPS CUSTOMER 
GOOD WILL 


The power companies’ view of the 
P.T.C. program was given’ by 
Frank Gaskill of the Philadelphia 
Electric Co. in his address entitled, 
“How P.T.C. Helps Customer Good 
Will”. Mr. Gaskill said, 

“Personally, I am very grateful 
to the Power Transmission Council 
for their effort to remove some of 
this headache from my job. 

“Because of the fact that we 
cannot store our product, electricity 
cannot be sold like steel or apples. 
The manner in which our customers 
use our services determines the 
cost. : 

“Improper motor applications, 
inadequate wiring, the incorrect 
use of either individual drive or 
group drive, production schedules 
which pile up the load in excessive 
demands, all tend to increase the 
cost of power through low power 
factor, line and motor losses, and 
poor load factor. 

“It would seem ridiculously easy 
to obtain an immediate favorable 
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reaction to any sound plan for 
correction after these factors have 
been brought to the attention of 
customers, but strangely enough it 
has not always been easy for us 
to persuade a customer that we are 
anxious to have him pay us less for 
service. ... A rate cut is under- 
standable because it is just like a 
price cut in any other commodity, 
but when a salesman tries to sell 
the idea of using less of his product 
instead of more he gets some pe- 
culiar reactions. 

“I remember one customer with 
whom I worked for three years in 
the attempt to get him to better 
his power costs. He finally did it 
with some misgivings and fortu- 
nately with an entirely satisfactory 
result. Most of the delay was 
caused by a painstaking search for 
the Ethiopian in the woodpile, 
which was perfectly natural and 
understandable. . 

“When one or more of the fac- 
tors which tend to increase power 
costs between the meter and the 
machinery are present, it is only 
human nature for the customer to 
jump to the conclusion that the 
trouble is outside his plant. Nat- 
urally, nine times out of ten this 
results in a bill complaint, notwith- 
standing the fact that the cause 
lies in his own equipment. I once 
had a bill complaint from a man 
who has a ten horsepower, low slip 
motor on a punch press which a five 
horsepower, high slip motor would 
have done the job for half the 
demand.... 

“Literally hundreds of similar 
experiences might be related about 
motor applications, power factor, 
character of drive and so on; there- 
fore, I believe you will understand 
what I mean when I talk about 
headaches and the help that such 
agencies as the Power Transmis- 
sion Council can be in their cure. 

“You will notice that I have said 
little about ‘customer good will’ 
which was an important part of the 
subject assigned to me. 

“Frankly, I am just a little afraid 
of the expression. So many men 
have said so many things about it 
that I feel entirely inadequate to 
the task of discussing it. I will 
say this, however, that if you, we 
and all others who are vitally inter- 
ested in industry will, year after 
year, build up the understanding 
of the need for economical power 
applications then “customer good 
will” will largely take care of 
itself.” 
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when you know the uses 
of Van Dorn Screw Drivers, 
Nut Runners and Tappers 


SALES opportunities are not hard to find when you 
“know your stuff’—when you can show customers 
and prospects just where and how the equipment you 
sell will save them money. Study the uses of Van Dorn 
Screw Drivers, Nut Runners and Tappers listed on 
this page, and you’ll see what we mean. Plenty of 
sales opportunities there! That’s why Van Dorn 
Jobbers who “‘know their stuff’” about good tools and 
their uses are getting a big share of the new tool 
business today. If you’re not up to date on the com- 
plete Van Dorn line, write now. The Van Dorn Electric 
Tool Co., 717 Joppa Road, Towson, Maryland. 


(Div. of Tha Black & Decker Mfg. Co.) 


TIE UP WITH 


STEADY PROFITS 







RUNNING AND TIGHTENING NUTS AND BOLTS, 
driving heavy wood and lag screws, are jobs on 
which Van Dorn Electric Wrenches effect big savings 
over hand operations. Ideal for assembly of light and 
heavy machinery, household appliances, metal frames, 
partitions and shelving, scaffolding and concrete forms; 
also for use on marine and railway construction, struc 
tural steel work and many other assembly and main 
tenance operations. 





TAPPING THREADS IN IRON, STEEL, BRASS AND 
ALUMINUM are jobs on which Van Dorn Electric Tappers 
are eight times as fast as hand tools. Ideal for many assembly 
pe sae ai and for installation and maintenance of pipe lines, 
plumbing, heating and lighting where it is impractical to use a 
machine tapper. Reversing mechanism backs tap out auto- 
matically—greatly reducing tap breakage. 
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W Hite orders were increasing in size during the month of 
November, the average number dropped appreciably, resulting in 
a setback to the Sales Indicator from 110.1 in October to 102.1. 


All territories suffered losses except the East, where a substantia! 


gain was registered. Orders averaged $17.95, an increase from 


$14.71. Reporting houses averaged 96 per working day. 


DOLLAR VALUE , AVERAGE ORDER ORDERS PER WORKING DAY 
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“CATERPILLAR” DIESEL 
ENGINES ARE AVAILABLE 
IN FIVE SIZES 


44 HP. 
60 HP. 
80 HP. 
. 125 HP. 
. 160 HP. 


‘Tw R. E. Adams Lumber Company’s mill at Heck Canyon, N. M., is at 


elevation of 8500 feet and back in the woods where it is handy to timb 


An 80-HP. “Caterpillar” Diesel Engine drives a 54-inch saw and all t 
other mill equipment—turning out 1500 board feet per hour in railro 
ties—at an engine operating cost of only 20¢. 

Get the facts on “Caterpillar” Diesel Engines for all types of mill pow 
Low-cost fuel and rock-bottom maintenance—combined with rugg 


“Caterpillar” dependability—give the mill owner real results for his mon 


CATERPILLAR DIESEL ENGINE 


‘ 


CATERPILLAR TRACTOR CO., PEORIA, ILLINOIS = | “We WORLD'S LARGEST MANUFACTURER OF DIESEL ENG 





ISRB 
Supporters 


TOTAL 118 


Total subscriptions to Decem- 
ber 22 total $6,250. Adver- 
tising to be held until $10,000 


is raised. Immediate re- 


sponse necessary if advertis- 
ing is to take advantage of 
business upswing. 

These distributors and 
manufacturers have  sub- 
scribed to the new plan of 
the Industrial Supply Bureau: 


vvv 


DISTRIBUTORS 


Elwood Adams, Inc., Worcester, Mass. 

Antrim Hardware Co., Camden, N. J. 

Baldwin-Hall Co., Inc., Syracuse, N. Y. 

Barrett Hardware Co., Joliet, Ill. 

The L. A. Benson Company, Inc., 
Baltimore, Md. 

Brierly, Lombard & Company, Inc., 
Worcester, Mass. 

Canton Supply Company, The, Can- 
ton, Ohio 

Central Rubber & Supply Company, 
Indianapolis, Ind. 

H. Channon Co., Chicago, III. 

Corby Supply Company, St. Louis, 
Mo. 

Couch & Heyle, Inc., Peoria, Ill. 

Cragin & Company, Seattle, Wash. 

Ducommun Metals & Supply Com- 
pany, Los Angeles, Cal. 

R. C. Duncan Company, Minneapolis, 
Minn. 

The Galigher Company, Salt Lake 
City, Utah 

Great Lakes Supply Corporation, Chi- 
cago, Ill 

The Hardware & Supply Company, 
Akron, Ohio 

Hinds & Coon Company, Boston, 
Mass. 

Interstate Machinery & Supply Com- 
pany, Omaha, Neb. 

John E. Larrabee Co., Inc., Amster- 
dam, N. Y. 

The Charles C. Lewis Co., 
field, Mass. 

The Lindquist Hardware Company, 
Bridgeport, Conn. 

Louden Tool Company, Kittanning, 
Penna. 

Maddock & Co., Philadelphia, Pa. 


Spring- 
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Manufacturers Supply 
Grand Rapids, Mich. 

R. C. Neal Co., Inc., Buffalo, N. Y. 

Ohio Ball Bearing Co., The, Cleve- 
land, Ohio 

The Queen City Supply Co., Cincin- 
nati, Ohio 

The Rayl Company, Detroit, Mich. 

The Ross-Willoughby Company, Co- 
lumbus, Ohio 

F. E, Satterlee Company, Minneapolis, 


inn. 

Somers, Fitler & Todd Co., Pitts- 
burgh, Pa. 

Standard Equipment & Supply Corp., 
Hammond, Ind. 

Standard-Shannon Supply Co., Phila- 
delphia, Pa. 

The Strong, Carlisle & Hammond 
Company, Cleveland, Ohio 

Wm. H. Taylor & Company, Inc., Al- 
lentown, Pa. 

Lewis E. Tracy Company, Boston, 
Mass. 

William Wallace & Sons, Chicago, IIl. 

The Whit. Supply Company, Water- 
bury, Conn. 

Batson-Cook Company, Inc., West 
Point, Ga. 

Briggs-Weaver Machinery Company, 
Dallas, Texas 

Brown-Roberts Hdwe. & Supply Co., 
Ltd., Alexandria, La. 

Capital City Supply Company, Inc., 
Charleston, W. Va. 

Dillon Supply Company, Raleigh, 
N.C 


Company, 


Georgia Supply Co., Savannah, Ga. 

Hyman Supply Co., Wilmington, N.C. 

James Supply Co., Chattanooga, Tenn. 

Lewis Supply Company, Memphis, 
Tenn. 

Long-Lewis Hardware Company, Bir- 
mingham, Ala. 

Cc. M. McClung & Co., Knoxville, 
Tenn. 

Mills & Dupton Supply Company, 
Chattanooga, Tenn. 

Noland Company, Inc., Roanoke, Va. 

San Antonio Machine & Supply Com- 
pany, San Antonio, Texas 

Smith-Courtney Company, Richmond, 


Va. 

Standard Supply & Hardware Com- 
pany, Inc., New Orleans, La. 

Superior-Sterling Company, Bluefield, 
W. Va. 

Tennessee Mill & Mine Supply Co., 
Knoxville, Tenn. 

The Textile Mill Supply Company, 
Charlotte, N. C. 

J. M. Tull Metal & Supply Co., At- 
lanta, Ga. 

Turner Supply Company, Mobile, Ala. 

The Henry Walke Company, Norfolk, 
Va. 


MANUFACTURERS 


Advance Car Mover Company, Inc., 
Appleton, Wis. 

The Allen Mfg. Co., Hartford, Conn. 

The American Pulley Company, Phil- 
adelphia, Pa. 

American Swiss File & Tool Company, 
Elizabeth, N. J. 

The Armstrong Mfg. 
Bridgeport, Conn. 

—_ ea Corporation, Troy, 


Company, 


The’ Biack & Decker Manufacturing 
Company, Towson, Md. 

The Belmont Packing & Rubber Com- 
pany, Philadelphia, Pa. 

Boston Woven Rose & Rubber Com- 
pany, Cambridge, Mass. 

The Carborundum Company, Niagara 
Falls, N. Y. 
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a anaes Company, Newark, 

aN. ° 

The Cincinnati Tool Company, Cin- 
cinnati, Ohio 

The Cleveland Cap Screw Co., Cleve- 
land, Ohio 

Cleveland File Company, Cleveland, 


Ohio 

Cling-Surface Buffalo, 

BN. 3. 

Conover Mast Corp. (Mill & Factory) 
New York, N. Y. 

Corning Glass Works, Corning, N. Y. 

Desmond Stephan Mfg. Company, 


Urbana, Ohio 
a ? Dick Company, Inc., Passaic, 


Company, 


Henry Disston & Sons, Inc., Philadel- 
phia, Pa. 

Dodge Manufacturing Corp., Misha- 
waka, Ind. 

The Dunmore Company, Racine, Wis. 

Electric Hose & Rubber Company, 
Wilmington, Del. 

Flexible Steel Lacing Company, Chi- 
cago, Ill. 

The Goodyear Tire & Rubber Co., Inc., 
Akron, Ohio 

Graton & Knight Company, Worces- 
ter, Mass. 

Greenfield Tap & Die Corp., Green- 
field, Mass. 

—s Rubber Corporation, Buffalo, 


The Holo-Krome Screw Corporation, 
Hartford, Conn. 

Indianapolis Brush & Broom Mfg. Co., 
Indianapolis, Ind. 

Jenkins Bros., Inc., New York, N. Y. 

Johnson Belting Company, Inc., New 
York, N. Y. 

Keystone Lubricating Company, Phil- 
adelphia, Pa. 

The Lamson & Sessions Company, 
Cleveland, Ohio 

The Lukenheimer Company, Cincin- 
nati, Ohio 

The McKay Co., Pittsburgh, Pa. 

Mill Supplies, New York, N. Y. 

Minnesota Mining & Manufacturing 
Company, St. Paul, Minn. 

New York Belting & Packing Com- 
pany, Passaic, N. J. 

The Osborn Manufacturing Company, 
Cleveland, Ohio 

The Oster Manufacturing Company, 
Cleveland, Ohio 

Parker-Kalon Corp., New York, N. Y 

H. K. Porter, Inc., Everett, Mass. 

The Positive Lock Washer Company, 
Newark, N. J. 

Pyrene Manufacturing 
Newark, N. J 

Richmond Belt Dressing Manufactur- 
ing Co., Inc., Richmond, Va. 

The Skinner Chuck Company, New 
Britain, Conn. 

Spartan Saw Works, Inc., Springfield, 
Mass. 

Standard Pressed Steel Co., Jenkin- 
town, Pa. 

Stanley Electric Tool Div’n; Stanley 
Works, New Britain, Conn. 

S. G. Taylor Chain Company, Ham- 
mond, Ind. 

Henry G. Thompson & Son Co., New 
Haven, Conn. 

The Van Dorn Electric Tool Company, 
Towson, 

a Works, Inc., Middletown, 


Company, 


Walker-Turner Co., Inc., Plainfield, 

Walworth Company, New York, N. Y. 

Wright Mfg. Div’n of American Chain 
Co., Inc., Bridgeport, Conn. 
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ALEMITE 


REG. U. S. PAT. OFF. 


WORLD’S LARGEST MANUFACTURERS OF 
LUBRICATING PRODUCTS 








Commenrtine FAVORABLY ON THE “PLATFORM 
FOR INDUSTRIAL DISTRIBUTORS,” SPONSORED 
BY THE PUBLICATION/INDUSTRIAL DISTRIBUTOR 
AND SALESMAN! WW. FRENCH OF DODGE 
MANUFACTURING CORPORATION, MISHAWAKA, 
SUGGESTED A FEW NEW PLANKS. EDITED BY 
A.E. PAXTON, NOW MANAGER OF MILL SUPPLIES, 
‘NDUSTRIAL DISTRIBUTOR AND SALESMAN “LATER 
WAS ABSORBED INTO MILL SUPPLIES. 
























A Round 
TRIP EXx- 
CURSION BE- 
TWEEN DETROIT, f 
SAULT STE.-MARIE, &% 
AND MIDLAND 
CANADA, ABOARD THE 














From A SMALL 
BICYCLE BUSINESS IN 
1897, TO AN ORGANI-. 











ZATION OCCUPYING A CANADIAN STEAMSHIP, 
TWO-STORY BUILDING *‘NORONIC’ WAS THE SETTING 
FOR THE TRIPLE CONVENTION 
COVERING FIVE CITY LOTS 
» | MEETING SCHEDULED FOR 
WAS THE GROWTH EXPER- | june 13-17% AS ANNOUNCED 
a IENCEO DURING THIRTY IN JANUARY, 1927 15SUE OF 
J YEARS BY M.L. FOSS MILL SUPPLIES MAGAZINE. 
ye YS YVR 
INGEN, OF DENVER, COLORADO 
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A mone THE 20 SALES 
MANAGERS, ANSWERING THE 
QUESTION, “HOW CAN SELLING 





BE IMPROVED IN 1927?” PD. 
Avimousn MPURITALY- BOYLAN OF THE WM. 
URERS DECRIED HAND- PATTISON SUPPLY COMPANY, 
TO-MOUTH™ BUYING AND CLEVELAND, WROTE, “WE 
DISTRIBUTORS BEWAILED HOLD SALES MEETINGS 
PRICE-CUTTING, BOTH WEEKLY, ENJOY TALKS FROM | 


BRANCHES OF THE MILL 
SUPPLY INDUSTRY YOINED ar ante nee se 


IN PRONOUNCING THE WHENEVER POSSIBLE.” 
PAST YEAR SATISFACTORY, 

AND PREDICTED “GOOD 

BUSINESS” FOR THE = 
FIRST HALF OF 1927. 
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—E C PILLOW 
BLOCKS 


UNIT TYPE PILLOW 
BLOCKS 





FLANGE MOUNTINGS 


BALL AND SOCKET 
PILLOW BLOCKS 




















TAKE-UP UNITS 


HANGER BEARINGS 





. » «IN DESIGN, IN ECONOMY, IN EFFICIENCY 
AND IN PROFIT POSSIBILITIES 


Now’s your chance to cash in with Ahlberg. Factories everywhere are launching plant 
and product modernization programs which will inevitably lead to substantial power 
transmission equipment sales. With Ahlberg’s new (38) line you can not only offer 
the most complete range of units, but an entirely modernized line embracing the only 
noteworthy advances in Pillow Block construction within the past 20 years. Once you 
investigate these engineering features you'll want to sell the line rather than try to sell 
against it. Write for complete information about this profit opportunity. 


AHLBERG BEARING COMPANY 


321 East 29th Street Chicago, Illinois 


PILLOW 


In addition to the new CJB Pillow Blocks, 
B LO + K S Flange Mountings and Take-Up Units, The 
Ahlberg Line includes a profitable set-up 
on famous CJB Master Ball Bearings and 
Ahlberg Ground Bearings. Write for cata- 
log and full particulars about our liberal 
franchise. 
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rope and hard and soft fibre twines 
mace by the Columbian Rope Com- 
pany, Yellow Strand wire rope 
Broderick and Bascom), paper 
towels and tissue (Scott Paper 
oiled slickers and 
H. M. Sawyer Company), 
clothing (U. S. Rubber 
Company) and a diversified line of 
cotton ducks, drills, twills and cot- 
ton twine. 


Company ) 
aprons 


rubber 


Thomas D. “Tom” Lewis, for 
many years with the Carpenter 
Company, has joined Crerar, Adams 
as a Vice-president. The organiza- 
tion has also been enlarged by the 
addition of the following Carpen- 
ter salesmen: H. N. Lucas, former 
head of the mechanical rubber 
goods division, M. Wahl, G. Puddi- 
combe, A. C. Hills, V. Schraeder 
and R. Peterson. 


Miedel Joins Kiefaber 


W. H. Kiefaber Company, Day- 
ton, Ohio, announces that Charles 
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A. Miedel, formerly with the Roe- 
kel Co., Zanesville, Ohio, has joined 
its staff as sales manag .r oi the 
industrial department. Kiefaber 
has recently been appointed dis- 
tributor for Bond gears, and But- 
terfield taps (Division of Union 
Twist Drill). 


News Flashes From 
Reichman-Crosby 

Plans for 1937 business were 
outlined at the semi-annual sales 
conference held by Reichmin-Cros- 
by in Memphis on November 21. 


“Dick” Alcott, executive vice- 
president, _ presided. Principal 
speaker was Walter Gebhardt, 


Henry Disston and Sons, Philadel- 
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phia. (Walter is the author of a 
series of articles on sales planning 
and management which appeared 
in Industrial Marketing last year.) 

Reichman Crosby salesmen will 
visit the plant of the Republic Rub- 
ber Company, and the Lunken- 
heimer Company, during the win- 
ter months. The men will go in 
relays. 

“Dick” Alcott addressed the De- 
cember meeting of the Tri-States 
Cottonseed Oil Mill Superintend- 
ents’ Association in Memphis on 
“The Relationship Between the 
Superintendent and the Mill Supply 
Salesman.” He stressed the value 
of cooperation, service and confi- 
dence. 


(Continued on puge 48) 














Carey Machinery and 
Supply booths at Balti- 
more Industrial Prod- 
ucts Exhibition. Andrew 
G. "“Andy’ Carey re- 
ports 4000 visitors to 
view his company's ex- 
hibit of power transmis- 
sion and materials 
handling equipment, 
mill supplies and powe’ 
plant supplies. 


Part of the prize-win- 
ning Standard-Machin- 
ists’ booth at Pittsburgh 
Informa Show and some 
of the salesmen and 
manufacturers’ repr e- 
sentatives who helped 
to “put the exhibit 
over.” 
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Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 
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CAPITAL RED CAP 
BRUSHES and BROOMS 




















( DISTRIBUTORS 





* 


SERVICE 
of the highest 


type rendered 
by this line in 
the past has— 


WIDENED THE RED CAP MARKET 





MADE SELLING EASIER FOR YOU 





OPENED BETTER PROFIT POSSIBILI- 








TIES THAN EVER BEFORE ...... 


Capital Red Cap Brushes and 
Brooms have the quality that in- 
sures satisfaction and gives the 
user economy. For almost fifty 
years distributors have been selling 
this line. The exceptional growth 
in sales year after year has been 
due to the high type of service 
Capital Red Cap Brushes and 


Brooms give to users. 


Our distributor policy includes pro- 
tection, sales assistance, and a good 
profit margin. Prompt service on 
all orders and full cooperation. 


Our new catalog No. 37 is now 
being mailed to supply men. Be 
sure you see your copy. 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
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Corner Brush & Broom Sts., Indianapolis, Ind. 


MILL SUPPLIES © JANUARY 1937 





Special Offering 
Sheet Pays 

While the special offering sheet 
is by no means novel among indus- 
trial distributors, it more often 
than not takes the form of a list 
of clean-up merchandise on which 
there is a price. Not so with the 
Harmer Steel Products and Supply 
Company, of Portland, Oregon. 
They find it just as effective with 
the regular lines, and no mention 
is made of price. 

Their sheet is 54 inches by 8 
inches and they get it out generally 
once every two weeks. It goes to 
a list of 500 to 700 in the logging 
and lumber mill fields principally. 
About half a dozen items are men- 
tioned in each issue with some 
newsy or interesting paragraph. 
This is not a large company from 
the standpoint of personnel, and 
Mr. Harmer, himself, from his long 
acquaintance in the field, is the 
mainstay on the selling end. But 
even he cannot be everywhere at 
once. So this little sheet is a con- 
stant caller all down the line, and 
serves as well to bring forth a 
regular flow of actual inquiries. 

Among the lines recently taken 
on by Harmer Steel Products is 
Collins axes, manufactured by the 
Collins Company, of Collinsville, 
Connecticut. 


Link-Belt Shovel, Crane 


Division Personnel Changes 


The Link-Belt Co., Chicago, an- 
nounces the appointment of P. B. 
Engstrom as its authorized distrib- 
utor for crawler shovels, draglines, 
and cranes, and locomotive cranes, 
in the Los Angeles and southern 
California territory. He is mak- 
ing his headquarters at the Link- 
Belt office in Los Angeles, 361-369 
South Anderson Street. 

Mr. Engstrom is an engineering 
graduate with 25 years’ experience 
in engineering and sales work. He 
is well acquainted on the Pacific 
Coast having been a west coast 
district manager for a period of 15 
years. His last connection was 
with Garfield and Co., Link-Belt 
shovel distributors in San Fran- 
cisco, 

Another change announced is the 
transfer of B. Howard MacNeal 
from Memphis, Tenn., to the Link- 
Belt office in Philadelphia, 2045 
West Hunting Park Avenue, from 
which point he will specialize on 
the sale of crawler and locomotive 
cranes to industrial concerns in 
Philadelphia and New York office 
territory. Mr. MacNeal has been 
with the company since 1916. 
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Case atter case has 


proved it... ARMSTRONG 


means more protit 


"More Profits for you" It's a commonplace 
sales claim but it is supported by proof, by 
cases after case where industrial distributors 
have actually MULTIPLIED their tool sales and 


their tool department profits by going 
ARMSTRONG "all the way.” 


With ARMSTRONG TOOL HOLDERS used in 
96°/, of the machine shops and toolrooms; 
ARMSTRONG WRENCHES today's outstand- 
ing quality line . . . with ARMSTRONG 
Lathe Dogs, "C'' Clamps; ARMSTRONG 
Bits, Blades, Star Drills and Machine Shop 
Specialties; and ARMSTRONG BROS. 








ARMSTRONG 





Pipe Tools, the most complete line made; with 
the ARMSTRONG history of 45 years of con- 
tinuous national (and international) advertising 


and the unaltering ARMSTRONG policy of 


selling thru the distributor . . . with all these 
and other powerful factors building 
ARMSTRONG Tool Sales, there is an oppor- 
tunity for tool sales and profits many distribu- 
tors have overlooked. 


Here is a far different picture than the profit- 
less accommodation tool business often met in 
the mill supply trade, a sales set-up you should 
fully understand. At your request a competent 
representative will call and present our facts 
and figures. 


ARMSTRONG Bros. Too. Co. 


“The Tool Holder People” 
305 N. Francisco Ave. CHICAGO, U.S. A. 
New York Sales Warehouse: 199 Lafayette Street 
San Francisco Sales: 661 Folsom Street 
London: 35 Upper Thames Street 
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FLEXIBILITY is the outstanding advantage of this rubber 
traveling pipe line. It is a moving reinforced rubber 
tube, made of two sections fitted together by means of 
leakproof double tongues and grooves. The sections are 
separated as the tube passes the hopper shown, permit- 
ting the bottom half to be filled. (This particular instal- 
lation is in a chemical plant.) When the halves are 
fitted together again, the tube is twisted, strengthening 
the seal. Disc partitions in the lower half help it pick 
up a full load, and prevent the formation of a hydro- 
static head. Power requirements are small, installation 
is easy. Uses: handling liquids, fine powders, and bulky 
materials on construction jobs and in mines, process, and 
manufacturing industries. 


WHERE CAN you. eliminate 
guesswork or imaccuracies in a 
customer's plant? The mitre box 
shown is being used to cut wood 
moulding in an industrial carpen 
ter's shop. 
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MIDGET-SIZE, pistol-shaped pneumatic power drill 
being used on a repair job. Its small size adapts 
it to close-corner work, and makes it easy to handle 
in places otherwise inaccessible. Small tools like 
these have in recent years been designed for 
greater power, making them useful in production 
as well as maintenance. 



































TYPICAL V-belt drive. Lim- 
ited stretch enables the belts 
to operate on a vertical drive 
and maintain adequate grip 
upon the lower sheave. (Any 
stretch on this type of drive 
loosens the grip on the driven 
sheave, leading to slippage 
and power loss.) This drive is 
on a toggle drawing press 
stamping out washing machine 
tubs. The V-belts absorb 
shocks and strains as the press 
blanks out, shapes, or trims a 
section of metal. They hold 
their grip as the stroke of a 
deep draw goes over center. 


UNIT HEATERS can be sold 
in all types of manufacturing 
plants, garages, stores, and 
offices. Their selling point: 
heat can be directed to any 
desired area. 


’ 














MINES account for a big portion of the $16,000,000 
annual wire rope sale. Below is shown a 10- to 
16-ft. conical drum on a 1,300 hp. electric hoist in an 
anthracite shaft. It uses two ropes, of I¥% in. di- 
ameter, each 1,950 ft. long. 
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REPAIRING this broken steam pum 
arm without dismantling becomes a 
easy job by means of the oxy-acetyle 
bronze-welding process. 








Half a Century 


of Service 





Ceaseless 
Development 
to Improve 
Performance 


{Ther Ly monly \ 


a 





It is not mere coincidence that the common 
faults of transmission belting have been large- 
ly eliminated in Thermoid products. Fifty years 
of service to manufacturers in every branch 
of industry have enabled our engineers to 
solve practically every problem connected 
with power transmission. Today, there is a 
Thermoid belting constructed to meet the most 
exacting requirements of any service. Your 
ability to supply your trade with the ideal type 
assures profitable repeat sales. Let us send 
you samples and complete information. 


THERMOID RUBBER COMPANY 


Division of Thermoid Company 


TRENTON, NEW JERSEY 


hermol 


BELTING * HOSE * PACKING * BRAKE LINING 
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formerly served the same territory. 
Ed. F. Carey, at Philadelphia, 
and Chester S. Lewis, at New York, 
will continue as the company’s dis- 
trict representatives in their re- 
spective territories, specializing on 
the sale of crawler shovels, drag- 
lines, and cranes to all other classes 
of trade and through the company’s 
distributors in these territories. 


Stacy Supply's 70 years of Service 


On Nov. 12, 1886, the E. F. 
Stacy Co. was established in 
Springfield, Mass. It was the first 
mill supply business in that terri- 
tory and has continued for 70 
years its uninterrupted record of 
service to the industries in that 
section. 

Originally started as a machine 
shop, the owners almost immedi- 
ately added mill supply items, 
sensing the need for such business 
in the community and the oppor- 
tunity of making a success of such 
a venture. 

In 1869 the original owners dis- 
posed of their interests to Geo. E. 
Stacy, who in turn sold his hold- 
ings to Edwin F. Stacy in 1872. 
The company moved to its present 
location — 52 Harrison Ave.— in 








Unmanned booths at Manufacturers’ Rubber and Supply Company industrial 
exhibit give a clear idea of layout. Excellent attendance and unusual interest 
marked this two-day December show. 


1893, and the business is still be- 
ing done there, under the name of 
Stacy Supply Company. 

Edwin F. Stacy died in 1911 and 
control passed to the Standard 
Supply & Equipment Co. of Phila- 
delphia in 1920. It was operated 
as a branch of the Philadelphia 
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We illustrate herewith Carey Machinery & Supply Company’s materials hand- 
ling booth at the Industrial Products Exhibition, sponsored by the Purchasing 


Agents’ Assocation of Baltimore last October. 


this exhibition—one on power transmission and material handling equipment, 
one on mili supplies, and one on steam supplies and power plant equipment. 


The material handling booth contained a table with four Jeffrey Traylor 


vibrating feeders, which were placed in a square, feeding one into the other, 


so that a continuous stream of sand was going around. 


Very few people 


had ever seen this device, and it attracted a great deal of attention. 
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Carey had three booths in 


concern until 1923 when ownership 
passed to the present management. 

It is interesting to note that the 
first line of wooden pulleys ever 
carried in the Springfield territory 
was put in stock in 1889 and the 
first American steel split pulleys, 
a remarkable improvement, were 
added in 1895. 

Recent news about Stacy: the 
company has been appointed ex- 
clusive distributor for the Carbo- 
rundum Co. of Niagara Falls, N. 
Y., for the three western counties 
of Massachusetts. 


G. C. Cox to Sell for 
Hollis & Company 


G. C. Cox, for the past ten years 
with the Thomas Cox Machinery 

0., has joined Hollis & Company, 
Little Rock, Ark., as salesman. 


Berry to Glaser Lead 


Arthur 8S. Berry, long and favor- 
ably known to the trade as presi- 
dent of the Berry Solder Co., has 
merged his interests with the 
Glaser Lead Co., Inc., of which he 
becomes vice president. 

The increased facilities effected 
by this merger will permit the com- 
bination, which will go under the 
name of Glaser Lead Co., to serve 
the trade better and on a larger 
scope than heretofore. As always, 
the products consisting of acid and 
rosin core solder, spray gun, and 
special Glaser body solder, will be 
marketed exclusively through legit- 
imate jobbers. 
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HOLLOW SCREWS 


No industrial buyer can obtain Allen screws at a lower price 
than he pays the Allen Distributor. 


This policy of Distributor protection has given Allen the 
predominating distribution which, by carrying the line into 
practically every plant in the country, has reacted with ever- 
increasing demand on the Distributor. 

This policy, moreover, has established in the minds of in- 
dustrial purchasors the conviction expressed in a recent survey, 
that ‘‘we pay Distributors’ overhead anyhow, so we should use 
their facilities.” 

The Allen re-sale price includes the margin of profit for 
Distributors regardless of whether the order is direct-to- factory 
or through a Distributor. 

The Distributor gets his discount either way, so the sensible 
way is to use the Distributor’s service. 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.§$.A. 
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Logging companies purchase such 
things as brake beams for logging 
trucks, car springs, tackle blocks, wire 
rope, railroad tie plates. The Harmer 
Steel Products and Supply Company, 
Portland, Oregon, is headquarters for 
this class of equipment and materials. 
Dave Mullen is the purchasing agent 
and is here shown beside a half a car- 
load of tie plates. “Never get time to 
pile them up nice,” says Dave. “Inside 
of a week or ten days they all move 
out anyway.” 


Republic Rubber Sales Pow Wow 


As a fitting close to a highly suc- 
|cessful fiscal year ending October 
31, the Republic Rubber Co.’s sales 
conference was held in Youngs- 
town on October 27, 28, 29 and 30, 
attended by all members of the 


sales organization from coast to 
coast. 
The conference included four 


days of interesting and instructive 
meetings. Held under the direction 
of O. S. Dollison, vice-president in 
charge of sales, the discussions of 
various topics led by H. P. Schultz, 
sales manager, E. M. Ikirt, treas- 
urer, H. W. Croysdale, factory 
manager, C. H. Zieme, service en- 
gineer, and A. Brill, development 
manager, were productive of a 
great deal of good. 

During the meetings new prod- 
ucts were introduced, the sales pro- 
motional program for the coming 
year was discussed, and new appli- 
cations for mechanical rubber prod- 
ucts were gone into thoroughly. 
Picture of the group is shown on 
page 16. 


Standard Shannon Prepares 
For the Boom 


Standard Shannon Supply Co., 
Philadelphia, announces the addi- 
tion of four men to its staff. 
James Sterrett and Edward En- 
wood will augment the sales force, 
Samuel Edwards is now in the 
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YEARS OLD 
ee GOIN’ ON 14 | 


sly Tru-Lay Preformed Wire Rope was born in 1924. 

s < The first year of sales record was 1925. In com- 

oo parison with that year, Tru-Lay sales were 1700 
per cent greater in 1936. 

It was the preforming process that commanded this amazing 
degree of acceptance. Preforming made Tru-Lay a superior 
rope—so superior that its sales steadily and constantly ad- 
vanced. 

Today Tru-Lay Preformed is the accepted standard of excel- 
lence in wire rope for literally thousands of rope users. It has 
truly amazing resistance to kinking and fatigue. It more capa- 
bly endures reverse bending—is much easier and far safer to 
handle. It gives you a more consistent (and much longer) 
service. You, too, will find it pays to specify Tru-Lay Preformed. 

The American Cable Company are pioneers in the develop- 
ment and perfection of Preformed Wire Rope. 


AMERICAN CABLE COMPANY, INC. 


WILKES-BARRE, PENNSYLVANIA 
An Associate Company of the 


AMERICAN CHAIN COMPANY, INC. 


District Offices: Atlanta, Chicago, Detroit, Denver, New York, 
Philadelphia, Pittsburgh, Houston, San Francisco 


TRU-LAY (7 


ie? ALL AMERICAN CABLE COMPANY ROPES MADE OF IMPROVED PLOW STEEL ARE IDENTIFIED BY THE EMERALD sTRAND 
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A FEW OF THE 137 
AMERICAN CHAIN 
INDUSTRIAL PRODUCTS 


i AMERICAN CHAIN COMPANY, Inc. 
i} (DOMINION CHAIN COMPANY, Ltd., in Canada) 


Weed Tire Chains ® Welded ond Weldless 
Chain © Malleable Castings ® Railroad 
Specialties 


ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines © Floformers 
Special Machinery © Nibbling Machines 


MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 


PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape ©* Welding Wire 


WRIGHT MANUFACTURING DIVISION 


Chain Hoists © Electric Hoists and Cranes 


AMERICAN CABLE COMPANY, Inc. 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 

Tru-Stop Brakes 


FORD CHAIN BLOCK COMPANY 
Chain Hoists © Trolleys 


THE HIGHLAND IRON & STEEL CO. 
Wrought Iron Bars and Shapes 


OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 


READING-PRATT & CADY COMPANY, Inc. 
Valves © Electric Steel Fittings 


READING STEEL CASTING DIVISION 
(OF READING-PRATT & CADY COMPANY, Inc.) 
Electric Steel Castings, Rough or Machined 


l/ 


SS 


55 





DIETZ 
LANTERNS 





DIETZ—Jhe Best 
Selling Lanterns 


IETZ Lanterns have had a 

reputation for burning reliability 
for so many years that no large 
user doubts that these lanterns 
will adequately protect his in- 
terests against risk of accidents. 
That is a principal reason why 
Dietz Lanterns sell best—why the 
are generally preferred—why most 
distributors handle them exclus- 
ively. 
Where Torches are the choice— 
Dietz Torches represent the high- 
est quality in modern construction 
—also the utmost dependability in 
service of which this type of light- 
ing safety device is capable. 





R. E. DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR 
THE WORLD FOUNDED 1840 
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shipping department, 


and Harry | 


Hopper is the company’s new stock- | 
room boy preparing for the sales | 


force. 

Standard Shannon has recently 
added Parker Kalon screw nails to 
its line. 


Butts and Ordway 
Takes Stanley 


Butts and Ordway Co., 44 Stan- 
hope Street, Boston, Mass., has 
added the complete line of Stanley 
Electric Tools to its stock of sup- 
plies, tools and equipment for the 
industrial and automotive trade. 
3utts and Ordway Co. is well 
known in New England and has 
been an outstanding distributor 
since 1888. 


Shafer Bearing Moves 


Shafer Bearing Corporation, 
manufacturers of roller bearings, 





vy 


\ 


has moved its general offices to 35 | 


East Wacker Drive, occupying a 
portion of the 27th and one-half of 
the 28th floor in the tower of the 
Pure Oil Building. 

The company is also establishing 
a Chicago District Sales office at 
545 West Washington Boulevard, 
with a display of the Shafer radial- 
thrust roller bearings and mounted 
bearing units for industrial power 


transmission and other applica- 
tions. A complete stock will be 
maintained there for immediate 


delivery in the Chicago territory. 


More Lines for Manufacturers 
Supply 

Manufacturers Supply Co., Grand 
Rapids, Mich., has added the fol- 
lowing to its lines: Hewitt Rub- 
ber Mfg. Co., Paasche Air Brush 
Co., Dayton Rubber Mfg. Co., and 
Lufkin Rule Co, 





The men: C. B. Lyon, C. S. Mersick; 
Arthur Dienst, A. P. Dienst Co.; Bill 


Edwards, Federal Hardware; Gus 
Fischer, Black and Decker. The 
place: Westchester Country Club, 


Rye, N. Y. The subject: that fancy 
pipe sported by Bill Edwards (it has 
a hump in the stem like a camel’s). 
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The New File 
with the 
Metal Saw 
Tooth that 
Removes 

Chips in 
Coils. Try 
Red Tangs 


TRADE-MARK 
REG. U.S. PAT. OFF. 


SIMONDS 


SAW AND STEEL CO. 
FITCHBURG, MASS. 


COLOR ON THE TANG 


J 
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FOR QUICK, 





Two new Starrett Tools, the No. 665 Dial Test Indi- 
cator and the No. 567 V Block, make an ideal combina- 
tion for production inspection of a wide variety of 
parts. In the picture they are shown set up to check 
the hub diameter of bevel gears. 


Both the Dial Test Indicator and the V Block are 
equally useful for unit operations. The Block is fur- 
nished with a forged clamp which can be used to hold 
shouldered studs, pins, etc., for light milling, drilling 
and grinding. The Dial Test Indicator can be used on 
the base as shown or in the tool post of a lathe. 


Stock these new Starrett Tools and tell your customers 
about them. Do you need more copies of the new, 
revised edition of Starrett Catalog No. 25 E-G? 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


Athol, Mass., U.S. A. 
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ROTARY 
DELIVER FOR 


ROE 


ER 


PUMPS 


THE USER IN 


GOOD RESULTS 


AND FOR 


GOOD PROFITS dag 


s a —_. 


~ matte er 


Above: 


Two Roper Rotary Gen- 
eral 


Service Pump Heads spe- 
cially constructed as duplex unit, 
used in pea cannery in connection 
with Pea Elevator. 


At Right: Hand Transfer Pump; 


for use almost anywhere. Read 
about them in Bulletin MSR-2. 


© Pump business is good—that is wh 


in selling Roper Pumps by Mill Supply men. 


YOU IN 





at Mill Supply men are saying who 
are selling Roper Rotary Pumps. There is a good reason for such wide 
acceptance being given to this Roper line and for the great activity 


It is simply that Roper 


Rotary Pumps perform dependably. Back of this line is the right design 
and construction. Only 2 moving parts—perfectly cut pumping gears 


—produce maximum mechanical and 


volumetric efficiency. 


Roper Engineers are always at your service. 


6 TYPES 
GENERAL USE 


for handling any clean liquid in factories, 
cold storage plants, chemical 
dyers and cleaners, etc. 


plants, 


POWER TRANSMISSION 
for hydraulic automobile lifts, elevators, 
presses, stokers, snow plows, etc. 


MACHINE TOOLS 
for handling cutting compounds and lu- 
bricating liquids on metal working 
machines. 


TO SELL 


GASOLINE AND OILS 
especially suited for transferring petro- 
leum products in bulk stations, refineries, 
etc. 

HAND TRANSFER 


rotary gear or vane type, for handling 
thin or thick liquids. Attach to any type 
container. 


HEAVY LIQUIDS 
steam jacketed for handling asphaltum, 


creosote, glucose, molasses, tar and other 
viscous liquids. 


GEO. D. ROPER CORP. 


ROCKFORD, 


ROPER 


ILLINOIS 


otary PUMPS 


MILL SUPPLIES © JANUARY 1937 








Ernest A. Barbeau has been appointed 
sales manager of the Hypressure 
Jenny division, Homestead Valve 
Manufacturing Co. Mr. Barbeau takes 
up his duties after serving for three 
years as industrial sales manager for 


| the Texas Co. in New York State. 





Leafing Through the New 
Distributor Catalogs 


Charles H. Besly & Company, Chi- 
cago — Catalog No. 61. This unus- 
ually beautiful catalog has several 


special features, including the Don- 


nelley instant index and special in- 
formation concerning the leading 
manufacturers represented. Bound 
in black imitation leather, em- 
bossed, with orange as the second 
color. 


| Coleord-Wright Machinery & Sup- 
| ply Company, St. Louis — Catalog 
| No. 36, containing 400 pages of 


| pipe 


machine shop, factory, and railroad 
supplies. Bound with a red cover, 
stamped in yellow ink. Contains 
some very attractive color pages. 
Coleord-Wright is a consistent cat- 
alog user. 

Western Contractors Supply Com- 
pany, Chicago— Catalog No. 20. 
Handy pocket size, 336 pages, 
bound with a green cover, showing 
industrial supplies and contractors’ 
equipment. 

Murray W. Sales & Company, De- 
troit — Industrial Catalog No. 37. 
Contains about 200 pages of the 
valves, fittings, and other 
power and industrial plant sup- 
plies which this leading plumbing 


| and heating supply wholesaler in 


the Detroit area is prepared to 
offer to industrials. Attractively 
bound with a dark blue cloth, 
stamped with white ink. 

Shadbolt & Boyd Company, Mi- 
waukee — Catalog 80. Contains 


| 624 pages of industrial supplies, 


steel and heavy hardware. Bound 
with brown imitation leather, 
stamped with yellow ink. Shad- 


bolt & Boyd Company feels that 
the consistent use of catalogs has 








OT] 


TBS FOR ACCURACY -./ LONG 


For continuous duplication of accurate 
profiles—to the last tenth—or the gruel- 
ling duty of “hogging” out stock in 
roughing cuts, NATIONAL Hobs will 


give you more pieces per dollar. 
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ATKINS METAL CUTTING SAWS 





When a Beaver 


. . » goes to work on a tree . . . he works 
fast and smoothly. He does lots of heavy jobs 


with his teeth . . . teeth that bite. 


Atkins Silver Steel Hacksaws .. . the 
Blades with the Blue Ends . 


like a beaver. 


. . do their work 
They last through lots of jobs 
and cut smoothly and fast with teeth that bite. 


That’s why there are so many Atkins Blue 
End Blades at work today. And that’s why 
they are profitable for you to handle and 


recommend. 


Order your stock today from E. C. Atkins 
420 So. 


Indianapolis, Indiana. 


and Company, Illinois Street, 


AA 


ATKINS Silver Steel SAWS 


A FAMILY OF CHAMPIONS 
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had an important part in its growth 
over the last 20 years. 

Thos. W. Kiley & Company, Inc., 
Brooklyn — Catalog No. 36, show- 
ing steel, hardware, and contrac- 
tors supplies, 200 pages. Bound 
with a light cream cover, stamped 
with brown ink. 


Weil-McLain Co., Chicago — Cata- 
log No, 36; up to date and attrac- 
tive. 

The Mau-Sherwood-Supply  Co., 
Cleveland — Catalog “D”, a gen- 
eral catalog of nearly 500 pages 


including the complete range of 
mill supplies. It is attractively 
bound in blue cloth stamped in 


orange. 


Briggs-Weaver Machinery Co., 
Dallas, Tex.— Catalog No. 40, with 
about 550 pages, displaying a wide 
variety of goods. This catalog is 
the company’s 40th anniversary 
edition. 


Ewing to Represent Ajax 


The Ajax Flexible Coupling Co., 
Westfield, N. Y., announces the ap- 
pointment of George C. Ewing as 
New England Representative with 
sales office at 10 High St., Boston, 
Mass. 

Mr. Ewing has had long experi- 
ence in power plant equipment and 
power transmission. He will han- 
dle the complete line of Ajax Flex- 
ible Couplings and the new Ajax 
Reciprocating Drive for screens, 


conveyors, and many special appli- 
is useful. 


cations where vibration 





The all-time champion of “coming 
from the farthest away,” John Potts, 
Galigher Co., Salt Lake City, talks 
over the Rye meeting with Fafnir 
Bearing’s “Chick” Stanley. 
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Maintenance 
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in to tell about 
led story 
have 2 I 
" You Electric Tools 
h k & Decker 
™ Blac 
is 
y 
OPENING 2” HOLES IN A TANK for First, you have the story of barreled’’ story which appeals both 
installing pipe lines with the Black & the thousands of ways Black & to the small plant which now han- 
" Decker /3-Inch Junior Drill and a Black & Decker Junior Drills and Sanders dles much of its maintenance work 
)- Decker Hole Saw. The !3-Inch Junior in ’ 
“ i teeeiliiand dhendiilieniiieenenes iets cut costs of maintenance opera- by costly hand methods, and to the 
h handles countless drilling jobs in wood, tions and speed up emergency re- large plant which hasn’t quite 
1, ra Pepin we. ip ere pair work. Then, you have the enough maintenance tools to “go 
Decker ole Saws, it cuts clean, founc . " 99 
, holes from %{” to 314” diameter in any story of their amazingly low first around.” Carry samples of these 
, material a hacksaw will cut. The !-Inch cost—of their prices, which are the Junior Tools, and they’ll help you 
( 


\- Junior Drill sells for only $35.00. lowest in the field today on tools make plenty of sales. The Black & 


suitable for industrial maintenance Decker Mfg. Co., 717 Pennsylvania 
work. There’s the ‘‘double- Avenue, Towson, Maryland. 


G OLD PAINT 


7-Inch 


REMOVIN 

with thenew B.& D./ 
Sander, the idea 
kly smoothing 
and 


ting 


Junior 
tool for quic 


finishing mete il 


and a 
wood surfaces for pa 


unt 
removing rus st and pé 





3 nd 
—smoothing weld . . 
casting ridges pega 
down lacquer with felt pac 
tc. Saves countless hours 
e 
of hand work with sand- 
files, et 
mery, 
paper, © 
A great value for only 
$39.50. DRILLING TO REMOVE BROKEN BOLT with the Black & 


Decker }4-Inch Junior Drill—one of the thousands of drilling opera- 
tions in wood, metal and composition on which this inexpensive tool 
cuts the cost of maintenance work and speeds emergency repairs. The 
4-Inch Junior is a husky, powerful drill—built for years of service on 
intermittent work. Yet it costs only $19.50. 


| BLACK & DECKER 


World’s Largest Manufacturer of 
PORTABLE ELECTRIC TOOLS 
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You Can Sell Lenox Blades 


With Satisfaction and Profit 


The now famous LENOX HIGH SPEED BLADES meet in- 
dustry’s highest standards for toughness, performance and uni- 
formity. More and more users are learning that they are the best 


at any price. 


HIGH SPEED 
HACK SAW BLADES 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS., 


PSPVOBPPRY 
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BUY CARD TAPS 
FOUR REASONS WHY 


1. Because your cost is only the market 
price for quality taps. 


~ 


2. Because you can get carbon, high speed 
cut, high speed commercial ground, and 
precision grourd thread taps that will 
check to standard limits. 

3. Because you get good value, perform- 
ance considered, from every tap you 
purchase. 

4. Because you get service in time for your 

needs. 


CATALOG NO. 33 LATEST ISSUE. 
SOLD BY LEADING DISTRIBUTORS. 


e 
vali 


S. W. CARD MFG. CO. 


Division of Union Twist Drill Co 
MANSFIELD, MASS., U. 8. A. 
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E. W. Parker, manager, mill supply 
department, Globe Machinery and 
Supply Company, Des Moines, Iowa. 


Kries Company Waxes Poetic 


Henry A. Kries and Sons Com- 
pany, Baltimore, Md., has recently 
prepared and distributed to custom- 
ers an ingenious folder. The cover 
page is headed “A Just Sentence!” 
and shows a picture of a red devil. 
Inside the folder is a five verse 
poem. On the back cover page is 
the company name and a brief list 
of the products handled. The 
poem: 


A Just Sentence 


I. 


He thought he was a Christian, 
Did old Ebenezer Gray. 

He never missed a meeting, 

And was always glad to pray. 

He did not let religion 

Hurt his business through the week, 
But every Sunday morning 

He was righteouslike and meek. 


II. 


His business dealt with steam sup- 
plies, 


| He cut his prices too— 


Then had to ship his customers 
Old goods he said were new. 

He would not sell good, standard lines, 
And with his trade play square, 

By giving them fine, first-class stuff, 
To stand the wear and tear. 


III. 


He used to skin all comers 

Through the week—and like the 
game; 

Yet claimed to run his business 


| In the Master’s holy name. 


He never let the doctrine 
Used on Sunday—understand— 
Affect upon a week-day, 
Any deal he had on hand. 


if 


Some people called him “brother,” 
And great numbers called him names; 
The latter, his competitors, 

Who fathomed all his aims, 

He died in proper season— 
Crossed unto another shore— 

















m4 DAYTON 
SALES MANUAL 


IS ONE OF THE MOST EFFICIENT SALES HELPS EVER 
DEVISED FOR MILL SUPPLY SALESMEN 


OF V-BELTS 


* Mill Supply Salesmen find it easy 
to give a logical, convincing dem- 
onstration of Dayton Cog-Belts by 
running through the Sales Manual 
with customers. From start to finish, 
the story in the Manual drives home 
facts that make the belt buyer under- 
stand and appreciate the superiori- 
ties of Dayton Cog-Belt Drives. 

Every advantage of V-Belts is 
dramatically illustrated. The exclu- 
sive features of Dayton Cog-Belts 
are clearly explained. And a large 
section of the Manual contains 200 
pictures of actual Dayton installa- 
tions, showing Dayton Drives 
applied to all kinds of machines in 
each leading industry. 

The Manual is furnished to Mill 
Supply Salesmen to save them time 


TO DAYTON COG-BELT 
SALESMEN 





and effort in selling the Dayton Line. 
The Manual is enabling salesmen 
to secure more business on Dayton 
Cog-Belt Drives than ever before. 
If you handle Dayton Cog-Belts, 
use the Manual wherever there’s the 
possibility of making a sale. If you 






don’t handle the Dayton Line, ask 
for complete information. 


THE DAYTON RUBBER MFG. CO. 
DAYTON, OHIO 
World's Largest Manufacturers of V-Belts 


Manufacturers also of Dayton Fan Belts, Dayton 
Red Tube Radiator Hose, Dayton Thorobred Tires, 
Dayco Printers’ Rollers 





COG-BELT DRIVES—F.H.P. V-BELT DRIVES—V-FLAT DRIVES—DAYCOIL 
OIL-PROOF V-BELTS—COMPLETE DRIVES, PULLEYS AND BELTS IN STOCK 
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Why are 
in 


you 


BUSINESS 


> 9 
* « 


Most everybody’s honest reply to that 


4 
. 





question would 


be—“To make money.” So we assume yours would be 


too. 


Now, the easiest and best way to make money in the 
Mill Supply business is to sell a profitable line of 
goods. Profitable, because they will sell easily, stay 
sold, and re-sell themselves. If you agree with this— 
and who can’t—you'll investigate the— 


Benches 


“HALLOWELL” Steel Work- 
Tables 


“HALLOWELL” Steel Work- 





— *HALLOWELL’”’ 
LINE OF LEADERS 


“HALLOWELL” Steel Work- “HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s 


“HALLOWELL” Steel Shop- 


Benches Semi- “HALLOWELL” Steel Floor 
Portable Trucks 
“HALLOWELL” Steel-Wood “UNBRAKO” Hollow Set Screws 
Werk-Benches “KNURLED UNBRAKO" Socket 
- . ” : Head ‘ap 
HALLOWELL Steel-Wood * : 
Work-Tables Serews 
“HALLOWELL” Steel Bench “UNBRAKO” Stripper Bolts 
Drawers “UNBRAKO” Pipe Plugs 
“HALLOWELL” Steel Chairs Power Transmission Appliances. 





Desks 


Furniture 








OUR POLICY 


To work with and for 
our dealers—our sales- 
men help you to in- 
crease your sales. We 
back you up with 
widespread  advertis- 
ing. In short—we co- 
g. 232 — “Unbrako” 
Hollow Set Screws operate. 


UNBRAKo 
== 





Fi 





Fig. 1334 
“Hallowell” Steel Stool 


STANDARD PrEssED STEEL Co. 


nanan JENKINTOWN, PENNA. 
BOSTON 

CHICAGO 

DETROIT = — 


BRANCHES 
INDIANAPOLIS 
SAN FRANCISCO 
ST. LOUIS 
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And this is what St. Peter 
Told the fellow at the door! 


V. 


“While you were good on Sundays, 

Through the week, Eb, you were 
tough; 

So when I speak your sentence 

Don’t think that I am rough. 

Now you can spend your Sundays 

Here in Heaven very well, 

But week-days, Ebenezer, 

We will have to give you Hell.” 


Jim Hunt With Armstrong 

Jim Hunt, for many years a 
manufacturers’ agent, will confine 
his efforts to the sale of the prod- 
ucts manufactured by Armstrong 
Brothers Tool Company, Arm- 
strong-Blum Manufacturing Com- 
pany, and Armstrong-Bray Manu- 
facturing Company, after January 
1. He will continue to make his 
headquarters in Philadelphia. 


Interstate Machinery & Supply 
Adds to Force 


New members of the Interstate 
Machinery & Supply Co. organiza- 
tion: Neil W. Morris, supply sales- 
man in western Iowa; John M. 
Pollard, assistant to E. J. Fehrs in 
construction equipment department. 
Mr. Morris was formerly with 
Woods Bros. Construction Co, and 
Mr. Pollard was formerly with 
Allis Chalmers Mfg. Co. 


Minnesota Shares Profits 


Employees of the Minnesota 
Mining and Manufacturing Co., 
are now sharing directly in the 
profits of the organization. More 
than eighty thousand dollars was 
distributed to approximately four- 
teen hundred office and factory 
employees on December 12 as 
their participation in the 1936 
profits. Workers with thirty or 
more months of service received 
approximately six and a half per 
cent of their net base pay for the 
past year. Those with shorter 
lengths of service received smaller 
percentages on a graduated scale. 

Under the new profit sharing 
plan, payments will be distributed 
quarterly beginning with 1937. 
The plan is intended to be perma- 
nent, but its continuation and the 
amount of any distribution will 
depend entirely upon the profit 
record of the company. A reserve 
fund will be set aside from profits 
every quarter, calculated on the 
net worth of the company. 








FOR 83 YEARS “ 


Constant manufacturing experience since 1854 has enabled Whitman & 
Barnes to develop and manufacture meta! cutting tools, which are lower- 
ing production costs and increasing efficiency in plants everywhere. 


Successful distributors recognize the value of handling quality products 
and find it easy and profitable to sell Whitman & Barnes twist drills, 
reamers and other metal cutting tools. 


= WHITMAN & BARNES 
a NEW YORE DETROIT CHiCHS | ; 
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complete 
aT Satoh iol lol Me) 
Dodge Rolling 
Bearings is 
now ready, A 
copy will be 


sentonrequest. 


ON DODGE 


ROLLING BEARINGS 


With industry’s production schedules gaining 
more sizeable proportions—the matter of 
transmitting power from source to point of 
utilization is of chief concern because it vitally 


affects production costs. 


Dodge Rolling Bearings have long been 
serving all branches of industry under all 
conditions — They are rugged, sturdy and 
reliable and able to absorb the shocks and 
stand up to severe, continuous service — They 


are important to low-cost power transmission. 
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There is a standard type of hanger bearing, pillow 
block or unit mount for every service. They are 
completely assembled, factory adjusted, pre-lubri- 
cated units ready to install on a shaft— Dodge 
manufactures a complete line of power transmitting 


equipment—"‘The Right Drive for Every Job.” 





+ 
DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA 
U. S. A. 
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C. J. Ambrogi 
Manager, Mill Sup- 
ply Department, 
Ford and Kendig 
Company, Philadel 
phia, Pa. 


“AApVERTISING IN FACTORY 


BUILDS RECOGNITION ....” 


Fifty-five years of service to the industries of the 
Philadelphia area is the record of the Ford and 
Kendig Co. This venerable company, in its 
long period of service as an organization of in- 
dustrial distribution, has served all types of indus- 
try in eastern Pennsylvania, southern New Jersey, 
and Delaware. Mr. Ambrogi, manager of the 
Mill Supply Department of Ford and Kendig for 
over |5 years, tells how advertising helps in the 
sale of mill supplies. 


Here's what Mr. Ambrogi says: 

Every mill supply distributor likes to handle 
products that have a good acceptance in his 
market. This tends to increase the efficiency of 
elling because it is unnecessary for a salesman 
to devote much time explaining the reputation 
and standing of the manufacturer in the field. 
Advertising in FACTORY builds recognition for 
manufacturers and makes it easier for us to sell 
their products. We are always glad to see 
products we handle advertised in FACTORY.’ 
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A McGRAW-HILL /| PUBLICATION: 
330 WEST 42nd i STREET-NEW YORK 


wv 


he 

















! 
S6 DISCHARG 


OIL SUcTI 


») 






































SB. 
VSsuCTiON 


~ 









ee 

















































ane eVUEEEES 























©) 


ns 
HAE 
sina, ME 
po Oa AAARARANeRn 





_ 









PB FoR 


fe i) 
Orr =19 >, x Se AUIS 





Today there are more than 60 kinds, 
each for a particular service. ... 
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BOSTON WOVEN HOSE: RUBBER cOMPAN 


PANE RIDGE. MASS. 
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The new board of directors is as 
follows: 
C. E. Brinley, chairman, Ameri- 
can Pulley Co., Philadelphia, Pa.; 
| M. M. Jones, vice-chairman, Akron 
S Belting Co., New York; P. C. 
Brown, I. B. Williams and Sons, 
Dover, N. H.; W. H. Fisher, T. B. 
Wood’s Sons Co., Chambersburg, 
' Pa.; A. P. Homer, president, Power 
' Transmission Council, Inc.; B. A. 
Keiley, R. and J. Dick Co., Inc., 
Passaic, N. J.; R. M. Pindell, Jr., 
Alexander Bros., Inc., Philadelphia, 
Pa.; J. Edgar Rhoads, J. E. Rhoads 
& Sons, Wilmington, Del.; A. F. 
Townsend, Manhattan Rubber Mfg. 
Div.. Raybestos-Manhattan, Inc., IT AFFECTS 


Passaic, N. J.; F. H. Willard, Gra- , 
‘ton & Knight Co., Worcester,| & YOUR BUSINESS Too 
Mass.; W. W. French, Dodge Mfg.| @ —— ’ 


Corp., Mishawaka, Ind. 


Russell Adds Stanley Tools when she says 66 9 
J. Russell and Co., Inc., Holyoke, 

Mass., has added the complete line 

of Stanley Electric Tools to its 


stock of supplies, tools and equip- 
ment for the industrial and auto- 
motive trade. The company is ee 
well-known in New England and 

has been an outstanding supply dis- 

tributor since 1848. 








Tre market in wedding rings is again back to 
normal. New homes—new home appliances—-new furnishings—new 
commodities of all kinds are in ever increasing demand. Manufac 


turers pleased with better business are installing new equipment to 


Lewis Sponsors 
Power Roundup 


Lewis Supply Company, Mem- 
phis, Tennessee, sponsored the local 
appearance of the Dodge Manufac- 
turing Corporation’s Power Round- Compressed air is an important industrial need 
up. Total attendance for talks and 
a buffet supper was 150. 
ee ae cee territory? Sell them Quincy Compressors. 
dr, R. C. Sallenberger and F. N. 
Johnston. 


handle greater volume this coming year. 


Quincy Com 
pressors dependably fill this important need—from the making of wed 
ding rings to the cleaning of eggs. How about the plants in your 


FREE Guide to Increased Profits 


Wherever your territory may be, we can help you to uncover 


hundreds of places where Quincy Compressors can be sold profitably 
From our sales records, we have compiled a check list of Quincy Sales 
Opportunities. Saves salesmen a lot of foot work—increases sales with 
a little head work. Obtain one of these Check Lists for each of your 
salesmen. Send coupon today for your supply. Quincy Compressor 

Co., Quincy, Ill. Branch offices 


Ul Ny C Y at New York and Chicago. 
MAIL COUPON NOW! 


Compressors 


Quincy factory men always available Quincy Compressor Co., Quincy, Ill. Dept. M-1. 
for sales and engineering assistance. 
GENTLEMEN: Please send me copies of 


your “Check List of Quincy Sales Opportunities.” 


C. L. Parker, vice-president and R. E. 
Marsh, salesman of the Taylor-Parker 
any, Incorporated, Norfolk, Vir- 


ginia 
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Fig. 1640 
“King-clip” 


ShisMlessage ss Uddsessed bo Lunkenheime 





Dishributess and Theis Salesmen 


Two Sturdy Iron Body Valves 


"King-clip” Gate—Ferrenewo” Globe 


Suggest these two Lunkenheimer iron body valves 
for the many places where small gate and globe valves 
are used. They are built to stand up under rough, 
hard usage and are adaptable to a wide field of appli- 
cation on steam, oil, gas, water and gasoline lines. 


Point out that all working parts in the “King-clip” 
are bronze, including a bushing cast in the bonnet 
which provides a non-corrosive bearing for the stem: 
that this cast-in bushing and bonnet drain channels are 
original with Lunkenheimer. 


Explain the interchangeability feature of the 
“Ferrenewo” with the bronze “Renewo”, both full- 
way and plug type, and the maintenance economies of 
this feature. 


Lunkenheimer “King-clip” and “Ferrenewo” Valves 
will stay tight and give the added long service life 
which means a tangible savings in dollars for your 
customers. 


Full details on these excellent valves will be found 
in circulars Nos. 504 and 541. Have you a supply 
for distribution? 


THE LUNKENHEIMERCS. 


—~= "QUALITY" 
CINCINNATI, OHIO. U.S. A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 318-322 HUDSON ST. NEW YORK 





Fig. 1021 


*“Ferrenewo” 


SELL QUALITY - SELL LUNKENHEIMER 
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| Our candid camerman catches up with 
| H. J. Macklin, manager, Philadelphia 
| district, and C. P. Joslyn, eastern sales 
| 


manager, Mechanical Goods Depart- 
ment, Goodyear Tire and Rubber Com- 
pany. 





More Room for Ross-Willoughby 


The Ross-Willoughby Co., Colum- 
bus, Ohio, has recently moved to 
new offices on the second floor of 
the building at 269 West Spring 
St. The company has rearranged 
its warehouse and has added ap- 
proximately 10,000 sq.ft. of floor 
space, which when completed and 
properly arranged, will be ideal 
for mill supply house purposes. 

The company is completing a new 
catalog which will be available the 
first of the year. 

Ross-Willoughby’s 25th anniver- 

sary will come in the early part of 
| 1937. The company is planning to 
| hold an open house and show some 
time in May. 

W. C. Hunter, president and gen- 
eral manager, reports that business 
has been very good, and he expects 
a great deal of additional business 
in the near future. 


Wirthlin-Mann Does 
| Itself Proud 


Wirthlin-Mann Co., Cincinnati, 
received first prize for the most 
attractive exhibit at the annual 

| Inform-A-Show conducted by the 
Cincinnati Association of Purchas- 
ing Agents on Nov. 17-18-19. The 
display was designed and built in 
| the company’s own shops by E. N. 
Wirthlin, Jr., treasurer, and is 
| shown on page 16. Congratulations! 
| Wirthlin-Mann reports an un- 
| usual volume of business during the 
| past year, and feels safe in predict- 
| ing that 1937 will be still bigger 
| and better. 


| New Building for Fresno Branch 


| of Pacific Mill & Mine Supply 


| 

| Pacific Mill & Mine Supply Co. 
| Inc., Los Angeles, Calif., has pur- 
chased a building site and will build 
a new building for its Fresno store. 
The new address will be 530 Van 
| Ness Ave., Los Angeles. 




















“QUALITY” 


SUPER-DUTY FILES meet the Challenge 


in | RODUCT 
OLICY and 
ERFORMANCE 





UALITY in a product implies essential properties 
that assure superiority of performance. This we 
claim for SUPER-DUTY FILES—Superior Cutting 
Tools. Comparisons and tests of any character 
are welcome and invited. 


















As a distributor you are interested not only in 
the inherent quality of the product but also in 
the quality of the merchandising policy of the 
manufacturer and his performance under it. 
Herein lies your success as a distributor. 


We submit for your consideration our "Five 
Point Merchandising Policy'’; conscientiously car- 
ried thru as is evidenced by the character and 
success of our existing distributor relationships. 





Consumer Adver- 
Let us show you how you can profit through an 


exclusive SUPER-DUTY FILE SALES FRAN- 
CHISE 


Write tcday. Your territory may be open. 


tising—Concen- 
trated in distribu- 


tor market 








3400 Hamilton Ave. 


Cleveland, Ohio 


QUALITY revies Stimee 16 Fe 


A 





QUALITY BRING S 2 ee On a 
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MILWAUKEE INDUSTRIAL BRUSHES 











Steady 
SALES PRODUCERS 


® Milwaukee Industrial Brushes are steady sales producers. 
Long brush life and good service build repeat business. 


* The demand for Milwaukee Brushes is great, for every 
plant is a logical prospect. Milwaukee's complete line— 
bristle, wire, and fibre hand and power brushes, standard 
and special types—enables you to meet every need. 


® Most important of all, Milwaukee's sales policy is de- 
signed for attractive distributor profit margins. Write for 
complete information today. We shall be glad to co- 
operate with you. 





Here are your 
“MILWAUKEE” 
MARKETS: 


Steam and Electric Railroads 
Marine Industry 
Power Companies 


| Public Works 
MONOBILT Quarries 


Wire Wheel Brush Mines 


General Contractors 
Chemicals 
Ceramics 
Glass 
Paper Mills 
Food Industries 
Packing Plants 
Dairies 
Metal-Working Industries 
Textiles 
STEELCLAD Wood Industries 
Wire Wheel Brush 


























THE MILWAUKEE BRUSH MANUFACTURING CO. 
2212-2236 North 30th Street MILWAUKEE, WISCONSIN 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 
FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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Georgia Supply Reports: 

Georgia Supply Co., Savannah, 
regrets to advise that Edward W, 
Delegal died in Baltimore on Octo- 
ber 15. Mr. Delegal had been 
with Georgia Supply for the past 
30 years, selling in South Caro- 





Arthur T. Fleming, William W. Wolfe, 
and Herbert J. Johnson, salesmen of 
the Georgia Supply Company. 


lina. He is succeeded by William 
W. Wolfe. 

City salesmen have also been 
changed: Herbert J. Johnson and 
Arthur T. Flemming cover the city 
of Savannah. 

The Savannah office has_ been 
completely remodeled. The Com- 
pany reports that business has been 
good for the past year, and that 
its force has been materially in- 
creased. Eagle Pitcher Sales Co.'s 
line of insulating material has re- 
cently been taken on. 


Tyne Takes on J. & L. 


Tyne Company of Chicago has 
added Jones & Laughlin Steel Cor- 
poration’s complete line of tubular 
products consisting of welded and 
seamless steel pipe and castings 
and seamless boiler tubes. The 
company is in a position to render 
24-hour service —either fabricat- 
ing or delivery. Orders are re- 
ceived and delivered any time of 
day or night; three warehouses and 
24 trucks make this service pos- 
sible. 


Walter Raleigh Darnell 


The officers and the directors of 
the Darnell Corporation, Ltd., an- 
nounce with profound sorrow the 
death of its president, Mr. Walter 
Raleigh Darnell, on Thursday, De- 
cember 10, 1936, at Long Beach, 
Calif. 

















S.lect the Pope teal Fits Lous ‘Job 


Langlay wire rope will give 4 can only be used when both conserucion that will give the 


terminal ends of the rope are longest possible lite 
e 


longet life over small sheaves 
fixed. Never use 4 Langlay 


pulac Lay rope of iden- 
thes Reg : key oe" wie KWIRKT SPENCER STEEN 


tical grade and construction rope for a spinaing load of COMPANY . General Office 61 Bast 
Langlay rope: however, has with a swivel terminal. Let j2ud Street, New Yo k. Sarles Offices 
one definite disadvantage. Iris us know the nature of your and Waresenss Worcester 
New York, Chicago. Buffalo 

made by ewisting all individual = service for wire rope and we sie Eranciecos LOM saanles 
{a Baport Sales Dept New York 


will gladly recommend 


wires and strands in the same ’ } 
WICKW IRE SPENCER 


direction thus causing 3 
SALES 6 ORPORA 








very decided tendency : 
. F TION, New Yor 


of the rope 6 untay Chartanooga, Tulsa. 
itself. A Langlay rope Portland. Seacele 





senam reprints of eve 
How to make W ire Rope last look 


of service 
: makes customers that will stick 
operative advertising plans ras 
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JANUARY 


ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 


economical wi A trained wi 
. w 
ire rope practice as well ire rope salesman who k 
as technicalities is at 10 knows 
at your service. He wi 
, e will 


& 
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THE SENSATIONA 
NEW 











PULLS HEAVIEST 

LOADS AT 25% T0 50% 
LOWER TENSION 
WITHOUT SLIP! 


BELTS 
MOLDED Goons 4 
HOSE 
PACKING 
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Sells in roll lots—a great profit 
opportunity for distributors 


FTER years of research Good- 
year engineers present a 
revolutionary development in 
flat transmission belting—a 
square-edge fabric belt with a 
permanent minimum ratio of 
tension, or “R,” of 5. Hence its 
name — the Goodyear 5-R. 


What that means in terms of 
belt efficiency you will find ex- 
plained in the adjoining dia- 
gram. Briefly, it handles any 
given load at 25% to 50% 
jower tension without slip and 
far less stretch! 


Highest coefficient of friction 


The secret of the 5-R’s amazing 
slack-tension operation is a new 
Goodyear-perfected non-rosin- 
ous rubber compound impreg- 


nated through the fabric which 
gives it a coefficient of friction 
—a pulley grip—unexcelled in 
any other type of belt! As the 
surface wears, new friction is 
exposed with all the grip of a 
new belt—a surface that will 
not chatter or ball-up. 


Months of service in typical 
operations have conclusively 
demonstrated 5-R’s ability to 
reduce power transmission 
costs. Because of its high co- 
efficient of friction 5-R attacks 
cost on two fronts: 1. Lower 
tensions in the belt itself, result- 
ing in longer belt life and 
greater ability to hold fast- 
eners. 2. Reduced bearing 
pressure, resulting in longer 
bearing life, less lubrication 





The ‘'R'' of a belt is the ratio between 
tensions on the tight or ‘'pulling'’ side and 


slack or “returning” side necessary to 
maintain the effective tension required to 
operate the drive—and depends upon the 
coefficient of friction between belt and 
pulley. For example, an ordinary belt with 
an "“R“ of 2 must be operated at 200 Ibs. 
tight side tension and 100 Ibs. slack side, 
or a total of 300 Ibs., to deliver 100 Ibs. 
effective tension. The new Goodyear 5-R 
Belt is so named because its higher coeffi- 
cient of friction gives it a minimum “R” of 
5. To maintain an effective tension of 100 
ibs., it requires a tight side tension of only 
125 Ibs. and 25 Ibs. slack side, or 150 Ibs, 


total—reducing bearing pressure and insur- 








ing longer belt-life. 





problems, less frictional losses, 


Get behind 5-R now 
The Goodyear 5-R is now avail- 
able in roll lots in all popular 
sizes and widths. It is being 
heavily advertised in all major 
industrial publications. You 
will be able to sell it where 
you've never sold rubber belts 
before. For full information, 
write Goodyear, Akron, Ohio,or 
Los Angeles, California. 


THE GREATEST NAME IN RUBBER 
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SCREWS 





Looking Ahead 


"100% Distributor Distribu- 
tion'' is a positive fact with 
Holo-Krome—it's the Holo- 
Krome Policy based on the 
knowledge that a_ better 
made product plus Selective 
Distribution — Market Re- 
search — Effective Sales 
Plans, and Advertising pro- 
duces profits now, and in the 
years ahead for those Dis- 
tributors selling Holo-Krome 
Products. 


"Your Distributor Policy is 
right—it's worthwhile to us." 
(quotes a large Distributor). 
Why not write. 


THE HOLO-KROME SCREW CORP. 
HARTFORD, CONN., U.S.A. 
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LeRoux With Zork 


George N. LeRoux is now affili- 
ated with the Zork Hardware Co,, 
El Paso, Texas, promoting sales 
of Republic Rubber Co.’s line of 
mechanical rubber goods. Zork 
salesmen cover West Texas, New 
Mexico, Eastern Arizona and a por- 
tion of Mexico. 

Mr. LeRoux is one of the oldest 
mechanical rubber goods salesmen 
in the United States. He started 





GEORGE N. LE ROUX 


as Chicago city salesman for Qua- 
ker Rubber Co. in 1899, and con- 
tinued in this capacity with Qua- 
ker, George B. Carpenter and Co., 
and B. F. Goodrich Co., succes- 
sively, working up to assistant man- 
ager of Goodrich’s Chicago branch. 
In 1908 he was made manager of 
Goodrich’s Denver branch. 

Mr. LeRoux later accepted a posi- 
tion as special mining representa- 
tive for Manhattan Rubber Mfg. 
Co., serving in that capacity for 
approximately 64 years; and sub- 
sequently went over to New York 
Belting and Packing Co. in the 
same capacity. 

In February 1925 Mr. LeRoux 
came to El Paso for the New York 
Belting and Packing Co. and con- 
tinued with that firm to May 1932. 


New Quarters for Victor 


Victor Belting & Rubber Co., 
Inz., Los Angeles, Calif., is now 
settled in its new building at 2316 
East 38th St., near Santa Fe Ave. 
Vernon, Calif., and ready to serve 
all customers. 


Worthington Get-Together 


The Geo. Worthington Co., Cleve- 
land, Ohio, held its annual meeting 
December 28-30. The gathering 
this year was even more interest- 
ing and instructive than hereto- 
fore. 

The company announces the addi- 
tion of Glenn Rorabeck as sales- 
man on the road in the sales 
department of the wholesale de- 
partment. Darnell Casters have 
recently been added to the com- 
pany’s lines. 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
DOMINION CHAIN COMPANY, Ltd., in Canada) 
Weed Tire Chains © Welded and Weldless 
Chain © Malleable Castings © Railroad 
Specialties 
AMERICAN CABLE DIVISION 
Tru-Lay Preformed Wire Rope ® Tru-Loc Proc- 
essed Fittings © Crescent Brand Wire Rope 
Tru-Stop Brakes 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines ¢ Floformers 
Special Machinery ¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists © Trolleys 
HAZARD WIRE ROPE DIVISION 
Green Strand Wire Rope ¢ ‘’Korodless’’ 
Wire Rope © Preformed Spring-Lay Wire 
Rope ¢ Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence © Wire and Rod Products 
Traffic Tape © Welding Wire 
READING-PRATT & CADY DIVISION 
Valves @ Electric Steel Fittings f 
READING STEEL CASTING DIVISION 
(OF READING-PRATT & CADY DIVISION) 
Electric Steel Castings, Rough or Machined 
WRIGHT MANUFACTURING DIVISION 
Chain Hoists © Electric Hoists and Cranes 








Hi-Tensile F’ 


SHIELDED ARC 
WELDING 
ELECTRODES 
































A low slag loss, all purpose electrode 


Recently introduced, the new Page Hi-Tensile ‘‘F’’ is winning favor as 
an all purpose rod—equally good on production, maintenance or shop 
welding. It is especially effective for high speed single pass welding 
and for work where the set-up is poor. 


Though the Hi-Tensile “F’’ rod does not have a tensile strength 
equal to Hi-Tensile “‘C’’, it has certain advantages—it operates on 
straight polarity, has unusually low spatter and slag loss, and satis- 
factorily welds the new low alloy steels such as Cromansil, Corten 


and H-T-50. 


Complete information regarding the technical characteristics of the 
new Page Hi-Tensile ‘‘F’’ Shielded Arc Welding Electrode will be sent 
upon request. 


PAGE STEEL AND WIRE DIVISION 


MONESSEN, PENNSYLVANIA 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


In Business for Your Safety 
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“Any possible 

comparison 

would favor 
American 


Hand Trucks” 






















A 





a 
A statement like this pleases 
us—and should interest 
any man who buys hand 
trucks. It was made by 
the Philadelphia & Norfolk 
Steamship Company on the 
basis of actual experience 
with nearly 400 American 
Pressed Steel Hand Trucks. 
“The service on our piers is 
wnusually severe,” writes this user of “American” trucks. ‘’ We 
transport freight of almost every character, and we use our trucks 
for all sorts of purposes. Although these trucks are light in weight, 
well-balanced and easy running, they stand up well under the 
most severe conditions of service and we assure you that any 
possible comparison either of maintenance costs or length of 
truck life would be greatly in favor of ‘Americans’.” 
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There is an American Hand Truck to meet your particular 
material handling needs. The sooner you standardize on it—the 
greater your savings. Write today for the American Hand 
Truck Catalog and make your selection. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Ave., Philadelphia, Pa. 










The labor saving, 
floor saving, rubber- 
tired, roller - bearing 
“American” hand 
truck wheel. 


MERICAN 



















PRESSED STEEL 


HAND TRUCKS 
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Because this happens to be a mighty 
good picture don’t go crediting it all 
to the camera. The subjects are all 
shot so full of “character” that you 
couldn’t miss with a dollar Brownie. 
The General Rubber and Supply Co., 
of Portland, Oregon, is here repre- 
sented on the left by Jim Brennan, 
office manager, Chet Kellog in the 
center, in charge of the belting depart- 
ment and Barney Helser at the right, 
shipping clerk. 


Crowder To Put on Show 


H. N. Crowder, Jr. Co., Allen- 
town, Pa., is getting organized for 
an industrial exhibit to be held 
about January 21. H. N. Crowder 
reports that additions and altera- 
tions to the Allentown building are 
almost completed. 


Bucher Up 


Geo. H. Bucher, vice president, 
Westinghouse Electric & Mfg. Co., 
has just been appointed executive 
vice president, and is moving from 
the New York office to East Pitts- 
burgh. 


Republic Pipe Adds 
Cleveland Distributor 


Byrd Plumbers Supply Company 
has been appointed a distributor 
of Republic steel pipe, according to 
a recent announcement by N. J. 
Clarke, vice-president in charge of 
sales, Republic Steel Corporation. 


Christmas Is Over, But— 


Sales ideas that are wanted at 
the holiday season have a way of 
not turning up at the last minute 
when they are needed. The time 
to gather them and put them to- 
gether in a safe place for next year 
is while they are still fresh this 
year. 

There is really no reason why 
the industrial distributor should 
not partake in some measure of 
the benefits of the Christmas buy- 
ing season. Furthermore, there is 
always a let-down in business after 
the first of December and any- 











ir 
id 


r 








.«e-Lhe Power-wise 


Group their drives 





Mosern Group Drives have 
definitely demonstrated their 
advantages on a basis of 
economy and efficiency. So 
have AMERICAN STEEL SPLIT 
PULLEYS! To make the most of 
the former — investigate the 
merits of the latter. Save two 
ways — by being both power- 
wise and pulley-wise. 


“AMERICANS” require less 
power to operate ...at the start, 
because they are lighter . 

while running, because they cut 
the air. They reduce belt slip. 
They are easily instalied — cost 
little, and represent a lifetime investment. An AMERICAN PULLEY is not a fire hazard—it 
will not burst destructively —and is free from face rivets that damage and destroy belting. 











Select your flat belt pulleys on a basis of true running qualities, strength, safe 
operation, good balance, high efficiency, long life—and “AMERICANS” will 
be your choice! AMERICAN PULLEYS are designed to meet modern produc- 
tion requirements on a better and more economical basis—and they do! The 
advantages of their split construction, interchangeable bushings, strength and 
lightness are reflected in daily production savings and by the yearly pro- 











duction profits of thousands of users. Write for descriptivo literature today. 


MERICAN 


PULLEY COMPANY 


4200 WISSAHICKON AVE. ~ PHILADELPHIA, PA. 
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| thing that will keep the customers 

‘coming to the store at that time 
NEW |is a good thing. Among the hun- 
dreds of industrial customers of 


STANLEY ‘the distributor, a large majority 


| would like to do a little Christmas 
” ELECTR shopping at the place they know 

ic | best and where the usual Christ- 
mas jam is not present. 


DISC SANDER Realizing these things, J. E 


Haseltine and Company, of Port- 


land, Oregon, this year ran a little 
54.00 Christmas campaign to its estab- 


lished customers. Good results 
came of it, and some profit. Nat- 
urally, doing a hardware specialty 
and tool business along with in- 
dustrial supplies, they already had 
the nucleus for quite a comprehen- 
sive Christmas offering. To these 
they added some other lines, dressed 
up their windows in true Christmas 
fashion and then sent out to their 
trade an attractive folder offering 
gifts. The offerings were limited 
to eight classifications, with six 
items under each classification. 
These were: 

For the Home — Electrical ap- 
pliances, and so forth. 


* 
\ For the Boy—Tools,_ guns, 
rippe . knives, and so forth. 











For the Basement Hobby — 
Lathes, small tools, and so forth. 


; For the Mechanic — Precision 
tools, rules, and so forth. 
For the Fisherman — Rods, wad- 


ers, and so forth. 
For the Hunter — Boots, guns, 
ammunition, and so forth. 


: For the Welder — Torch, gloves, 
Note the trim, smooth, compact design of asl ale rl ” ee er 
SELL IT FOR this new Stanley Disc Sander. Not an ounce For the Car — Tires, 


of excess weight — no unnecessary projec- and so forth. 





batteries, 
Scouring and cleaning vats. . 
tions — it is easy to use in close quarters. Henry L. Ernstrom, general sales 
Polishing metal pipes. Strong, sturdy construction with bail ™anager, is authority for the state- 
Removing labels and bearings throughout—free running—long ment that this idea led to sales in 

: : these items that were beyond ex- 
» stencils, lived. pectations, and kept people coming 
Sanding wood and metal. Furnished complete with 7” flexible pad, = and going in the place all through 
12 sanding discs (6 for metal, 6 for wood), the period of usual let-down. 
wrenches and heavy rubber covered 3 con- 


Rubbing and polishing ductor cable. 
lacquered surfaces. 


Removing rust and paint. 


Another example of new, saleable electric 
Grinding heavy welds. tools offered by Stanley. 


: Complete information on request. 
Smoothing concrete, 


I:mestone, ete. We Are Represented By Selected 
Smoothing castings, auto Distributors 


Es Oy Sa ae STANLEY ELECTRIC TOOL DIV. 
The Stanley Works 


New Britain, Conn, 
Art enters the supply business! E. P. 


| 7 TOOLS 
Thomforde, of The Bittenbender 


A Complete Line for | TATA tn ea ON) a A od ca Co., Scranton, Pa., paints pictures 
: like these as a hobby. 


after filler is applied. 
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.@ Climb... 


.\ with J&L Steel Product: 
> 


Added sales value, satisfied customers, repeat business an 
oy extra profits—these are important advantages you get whe 
you feature J & L steel products. 

You get these advantages because all J & L steel products 
are of uniform high quality—quality that your customers kno 
they can depend on. 

The extensive national advertising campaign in trade maga- 
zines which Jones & Laughlin is conducting is building adde 
sales value into J & L steel products every day. This adver 
tising is reaching your customers regularly and consistentl 
with the J & L quality story, and is creating a preference fo 
J & L steel products that makes new sales and profits for you, 

Jones & Laughlin also provides its distributors with helpfu 
sales promotion material which you can use to advantage 1 





your own sales work. 

Gain the additional sales and profit advantages that so man 
mill supply jobbers are enjoying in handling J & L high qualit 
steel products— products that include, in addition to those 
pictured here, J & L Cold Finished Shafting, J & L Hot Rolled 
Bars, Plates and Shapes, and J&L Nails and Wire Products. 

For complete information on J & L steel products, write to 





the Jones & Laughlin Steel Corporation, Pittsburgh, Pa. 


J&L Seamless Steel Boiler 
Tubes for Strength, Safety 
and High Ductility 

J & L Seamless Boiler Tubes give 
i surat a JONES & LAUGHLIN STEEL CORPORATION 
and dependable, trouble-free service 
over i long period of time. They are AMERICAN IRON ANDO STEEL WORKS 
m van etn they Eg JONES & LAUGHLIN BUILDING. PITTSBURGH, PENNSYLVANIA 

ubes meet all standard specifica 


tions and are supplied in a full range 
of sizes 


er . PTTL PIT LT eee ey ee . Soe egy et oe 


4 asin x i ede aan 3 ite ; s c 
J & L Pipe Quality Brings Satisfaction to Users Users Get Better Performance from J & L Cold Finished Steel 
J&L Pipe gives satisfactory performance in all types of installations. It is ' J & L cold finished steel—in rounds, squares, hexagons, flats and special shapes, will 
straight and free from excess scale and injurious defects. Accurate mill threads meet all your customers’ requirements for cold finished S.A.E. carbon grades. ' 
and free cutting qualities assure easy cutting and threading on the job. can be supplied magnetically tested for imperfections at a slight extra charg: 
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+z Today, most precision tool and 
die jobs are peel to Dumore grind- 
ers. Why? Because skilled machinists 
have learned to depend on Dumores 
where accuracy is essential. 


Dumore pioneered high speed grind- 
ing ... licked vibration . . . devel- 
oped motors, spindles, quills so finely 
balanced and lubricated as to attain 
1/10,000th accuracy, at 42,500 r.p.m. 


A Dumore can increase production 
and improve the quality of your 

roducts. Call any of the distributors 
Cola for prompt, courteous service 
and a demonstration of Dumore tools. 


THE DUMORE COMPANY 


DEPT. 167A RACINE, WISCONSIN 
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Extra! Big Hancock Sweeps! 


The accompanying candid camera 
shot shows Elsa Carrillo, beautiful 
daughter of Mr. C. A. Moore, chair- 
man of the board of Manning, Max- 
well and Moore, drawing the win- 
ning ticket in the recently held 
Hancock Valve Sweepstakes Con- 
test. Mrs. Carrillo is one of the 
most sought after of the younger 
New York society women to pose 


| for leading professional photog- 


raphers. 
In this contest the jobbers’ sales- 


| men were given a_ sweepstakes 


ticket for each Hancock Valve they 


| sold. Then a drawing was held for 


ten cash prizes ranging from fifty 
down to five dollars. The winners 
of the first three prizes were C. R. 
Welch of George Worthington Co., 
Cleveland, Ohio; B. A. Post of R. 
J. Engel Co., Appleton, Wisconsin; 
and J. W. Donaldson of Pittsburgh 
Gage and Supply Co., Pittsburgh, 
Pennsylvania. 

The sweepstakes contest boosted 
Hancock valve sales to a new 
high for the month of September, 
for which sales were 66 per cent 
higher than any previous month. 
Over a hundred jobbers partici- 
pated actively in the Hancock 
Sweepstakes Contest. 


Roby Adds Lines 


Sidney B. Roby Co., Rochester, 
N. Y., has taken on the products 
of Fiske Bros. Refining Co. and 
Pratt & Lambert, Inc.—‘‘Lubri- 
plate” and paint and varnish re- 
spectively. 


Whitaker Promotes Novak 


J. E. Novak has been appointed 
executive vice president and gen- 
eral manager of the Whitaker 
Manufacturing Company, Chicago. 
Under the new management, the 
company plans to expand its busi- 
ness into more distant territories, 
and to build representation both in 
South America and in Canada. The 
firm is also contemplating the con- 
struction of a new plant in the 


| Chicago Clearing District to care 
| for its increased business. 
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Month after month Parker-Kalon advertising 
digs-up new business for distributors 


Month by month sales promotion lengthens the list of users of 
Parker-Kalon Products . . . brings new orders for Parker-Kalon 
Distributors. This important work of creating business is carried 
on consistently by Parker-Kalon. In “bad times” as well as “good 
times” new customers are sought by dominant advertising in trade 
papers and by forceful direct-by-mail programs. And, to help dis- 
tributors in the follow-up task, plenty of carefully prepared literature 
is provided. Point No. 8, like every other promise in the Parker- 
Kalon Policy is performed in a thorough way that builds business 
and profits for distributors who work under it. 


PARKER-KALON CORPORATION, 192 Varick Street, New York, N. Y. 
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PARKER-KALON Vado: FASTENING DEVICE 






THE PARKER-KALON POLICY 


1 PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c) To maintain 
the highest standards of quality in every Parker-Kalon Product 


2 SELECTIVE DISTRIBUTION: To sell only through recognized 
distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support 


PROFIT MARGIN: To provide an adequate margin of profit 
for our distributors. 


PROTECTION AGAINST PRICE DECUNES: To do everything 
reasonable to protect our distributors against losses 
through price changes. 


5 PROTECTION AGAINST “DEAD” STOCK To protect jobbers 
against unsatisfactory turnover by exchanging any slow 
moving stock for fascer selling merchandise 


6 PRICE MAINTENANCE: To establish and strictly mainiain 
resale prices to assure distributors a fair profit ow every 
sale, and other benefits which result from a stabilized market 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS : To main- 
tain price differentials to protect jobbers who carry a rep 
resentative stock against those who do not 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 





SALES COO To a force of trained sales 
engineers whose sole function is to develop business for 
our distributors by intensive missionary work in the field. 


1 ORDERS AND INQUIRIES: To refer to our distributors orders 
and inquiries received direct from users and prospects 





A_HARDENED SELF-TAPPING SCREW FOR EVERY KIND OF ASSEMBLY 


Y 
L, 





SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 
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Looking at 1937 
.... and Ahead 


— ‘Good Business’ today presents 
added opportunities for the distrib- 
utor—not only in increased volume and 
profits for the present—but, in the maintain- 
ing and establishing of desirable relation- 


ships with both old and new customers. 


—Fundamental in making such relation- 
ships profitable for the distributor, is the 
supplying of “Quality” items. Progressive 
distributors, in looking at 1937—and ahead 
—will safeguard this fundamental of 


“Quality” by selling customers the Brown 


& Sharpe line. 





We urge buying through the distributor 


BROWN & SHARPE MFG. CO. 


Providence, R. |. 


Rown & SHARPE 
TOOLS 


"“World’s Standard of Accuracy” 
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New Lines for Dodge-Newark Suppiy 


Dodge-Newark Supply Co., New- 
ark, N. J., has taken on conveyor 
and drive, chains, buckets, and the 
like of the Chain Belt Co., and re- 
placement ball bearings of the 
M-R-C Bearings Co. 





All About Pipe 


(Continued from page 27) 





centers marked are heated almost 
white-hot, then forced between 
rolls revolving in the same direc- 
tion but slightly skewed. This pro- 
duces a tearing action at the cen- 
ter of the bar which creates a check 
and then a crack at the core. The 
bar is then forced over a mandrel 
which spreads it to form a rough 
cylinder without a seam. This is 
smoothed up, descaled and rolled 
to size, making hot-finished seam- 
less pipe. Cold-drawn seamless is 
similarly made, except that sizing 
is done by drawing the tube cold 
through the rolls. The cupping 
process for making seamless _be- 
gins with a flat circular plate 
punched to a rough cup. Subse- 
quent heatings and _ punchings 
elongate the tube, meanwhile re- 
ducing its diameter and wall thick- 
ness. The cup is finally cut off the 
end, the pipe annealed, rolled and 
descaled. 


FUSION-WELDING—The plate is 
rolled to a cylinder and the abut- 
ting edges welded with an electric 
arc or oxyacetylene torch. This 
method is usually limited to large- 


| diameter pipe or for very heavy 


gages. All such pipe is of course 
made special to suit the job. 


FORGED PIPE—Forged pipe is used 
occasionally for exceptionally diffi- 
cult services, particularly under ter- 
rific hydraulic pressures. It is made 
by forging a blank of the desired 
size and shape, then boring and 
turning. Flanges or outlets are 
machined from the solid. This is 
a tailor-made proposition which will 
not involve the distributor. 

When you recommend pipe for 
a given job, to the initial cost re- 
member to add transportation, fab- 
rication, erection, fittings and over- 
head. Amortization and mainte- 
nance must also be considered to 
determine what type of. pipe will 
give greatest satisfaction during 
the useful life of the system—and 
at lowest cost. Several years ago, 
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The new Catalog “C” now being distributed by NorvellWilder Supply Co. of Beau- 
mont, Texas, is the third successive Donnelleycompiled general catalog 
issued by that very successful company. 


NOW Is the Time 
to Make Hay @ The present industrial 


activity offers the best opportunity in years in the 


industrial supply field. 


* And a new general catalog will not only make it easier for busy 
buyers to send their mail and phone orders to you; it will help 
your present organization to fill the increased orders more quickly 
and easily, by having the orders come in terms of the goods you 
have to sell. 


Would you like to talk the matter over with a Donnelley supply 
catalog man? 


WRITE 


R. R. DONNELLEY & SONS COMPANY 


CHICAGO, ILLINOIS 


350 East Twenty-Second Street . 
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I made the following cost compari- 
son of several commonly used pip- 
ing materials, using as a base 
2-inch pipe and considering open- 
hearth butt-weld pipe as 1. While 
actual prices have changed, these 
are ratios which still will serve as 
a starting point in comparison: 


Open-hearth steel pipe 

(threaded and coupled)... 1.0 
Seamless-steel pipe (thread- 

ed and coupled)......... 1 
Wrought-iron pipe (threaded 

and coupled) 
Brass pipe (plain ends).... 3.9 
Copper pipe (plain ends).. 4.0 
Cast-iron pipe (threads only) 1.6 


Remember that all parts of a 
piping system do not need to be 
of the same material. In power- 
plant practice, for example, it is 
customary to use several different 
kinds of pipe—seamless or resist- 
ance-welded for medium pressures, 
heavy seamless for high pressures, 
butt-welded for ordinary low-pres- 
sure water piping, etc., copper, 
brass or wrought iron for water, 
etc. 


Installation Pointers 


First essentials of any good pipe 
installation are sound equipment 
and safe rigging. Safety as well 
as sales should move you to point 
this out to pipe installers. The 
pipefitter will need good lumber 
and staging, annealed chains, new 
rope, unspread open-end wrenches, 
clean sharp threading dies, goggles 
(for chipping), tight-headed ham- 
mers and sledges, socket wrenches, 
varied cutting-torch and cutting-tip 
equipment, welding torches or arc 
welders with auxiliaries, etc. Nec- 
essary tools for pipe-fitting include: 
brick-cutting, cape diamond-point, 
round-nose, cold, and wood chisels; 
4x12-inch and }x24-inch star drills; 
set of twist drills and auger bits 
to 1 inch; expansion bit with feeler 
bit and brace (ratchet type) ; screw- 
driver; level; plumb-bob; tin-snips; 
set of hexagonal wrenches for radi- 
ator rods; stock and dies for pipe 
(dies of }-1 and 1-2 inch ranges, 
adjustable); stock and dies for 
bolts, (3 to 11-inch standard 
threads); pipe taps for the same 
ranges as the dies; cutters for 
}-l-inch and 1-2-inch pipe; reamer 
for pipe-ends; pipe vise; work- 
bench with steel legs; oilcan; flat 
and half-round files; hacksaw and 
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THERE ARE SEVERAL REASONS WHY 


WE RECOMMEND (Preformed. WIRE ROPE 


The foremost reason for recommend- 
ing preformed wire rope is that for 





Broken crown wires don’t bristle out 
to jab men’s hands. Then too, the 


many applications it gives much 
greater dollar value. ... But there 
are many other reasons, too. For one: 
it is safer for the workmen to handle. 


@ requires no seizing 


@ resists kinking 


preforming process tends to elimi- 
nate the destructive internal stress. 
This elimination also means that pre- 
formed rope... 


@ is easier to splice or socket 


@ is much easier to handle 





AMERICAN CABLE COMPANY, INC. 
AMERICAN STEEL & WIRE COMPANY 
BRODERICK & BASCOM ROPE CO. 
COAST CABLE COMPANY 
E. H. EDWARDS COMPANY 
HAZARD WIRE ROPE COMPANY 
A. LESCHEN & SONS ROPE COMPANY 
MACWHYTE COMPANY 
PACIFIC WIRE ROPE COMPANY 
ROCHESTER ROPES, INCORPORATED 
JOHN A. ROEBLING’S SONS COMPANY 
UNION WIRE’ ROPE CORPORATION 
WICKWIRE SPENCER STEEL COMPANY 
WILLIAMSPORT WIRE ROPE COMPANY 
WIRE ROPE CORPORATION OF AMERICA 
-” WIRE ROPE MANUFACTURING & EQUIPMENT CO. 
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WILL BRING 
DISTRIBUTORS 
PROFITS in 1937 


The longer life and keener filing 
edges of AMERICAN SWISS 
SWISS PATTERN FILES 
ASSURE satisfied customers and 
repeat orders. 


Qnonin® 


nes’ 


\\ 


Every file rigidly inspected for 
shape, cut, size and hardness and 
guaranteed for performance. 


SWISS PATTERN are the only 
type of files we manufacture— 
more than 2000 different sizes, 
shapes and cuts making an AMER- 
ICAN SWISS FILE to fit the most 
intricate filing job. 


Backed up by our 100%, Distributor 
Sales Policy. 


HOW: 


AN 
RO 
ANN 


American Swiss File & Tool Co. 
ELIZABETH, N. J. 





kde STARS & CROSS BRAND xx 
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pliers, radiator spud wrench; radi- 
ator bar set; 10-inch, two 14-inch, 
two 18-inch, two 24-inch pipe 
wrenches; 10-, 14-, and 18-inch 
monkey wrenches; claw hammer: 
13-lb. ballpeen and 23-lb. ham- 
mers; 6-lb. and 10-lb. sledges; 30- 
inch wrecking bar; steel tape; 6-ft, 
collapsible or folding rule; combina- 
tion 4-inch tap and drill, blowtorch, 
| In addition to this kit, a pipe- 
| fitting crew often requires spe- 
cialized tools depending upon the 
type of piping being installed, such 
as chain wrenches for large-diam- 
eter screwed-joint pipe. 

There are several small points 
which should be readily apparent 
to everyone who installs piping, 
yet a surprising number of times 
it is just such small mistakes that 
cause later trouble with the pipe. 
Clean, sharp dies are essential to 
assure proper threading and tight 
joints. A scratch across the threads 
on a high-pressure line may cause 
failure. Every threaded joint 
should be made up with graphite 
and oil, or Smooth-on or litharge 
and red lead. Every section of pip- 
ing should be cleaned out before 
it is put up—blowing or brushing 
out (as far as possible) any loose 
scale, turnings, bits of oily waste 
or dirt that may have gotten in- 
side. Every pipe end should be 
reamed before joining up. 

One of the questions which is 
most often asked regarding piping 
is identification. Complex piping 
systems in modern industrial plants 
and buildings transmit not only 
steam and water, but dangerous 
and valuable fluids. In central sta- 
tions, piping is exceedingly com- 
plex, hence often difficult to trace. 
In either type of plant, some sys- 
tem of identification is worthwhile 
for ordinary repairs and operation, 
but in emergency it is invaluable. 
You can aid pipe purchasers toward 
better and safer operating prac- 
tices by giving them this infor- 
mation. 

Two general color schemes have 
been published, the first adapted to 
power houses themselves, the sec- 
ond for general industrial piping. 
A committee of the American 5So- 
ciety of Mechanical Engineers has 
suggested the following colors, to 
be painted on valves, flanges and 
fittings only, the piping itself to be 
painted to suit the general color 
scheme: high-pressure steam — 
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The Goulds line is backed by a distributor policy 


No matter what your customer's pumping 
requirements may be, there is a Goulds Pump that assures full cooperation at all times. Prices 
that meets them exactly. High efficiency and h + gal t hich 
unequalled quality—the result of nearly ninety °° ow enough to make sales easy—yer fig 


years’ experience in building pumps of all kinds | enough to return worthwhile profits. Write 


—assure low cost dependable operation under today for complete information. 
all conditions of service. 


Goulds, leaders since 1848, manufacture pumps for every purpose. 


ATLANTA, BOSTON, CHICAGO, HOUSTON, NEW YORK, PHILADELPHIA, PITTSBURGH TULSA, Representatives in all Principal Cities 
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THIS IS THE DAY 
TO SELL EMERGENCY 
PIPE CLAMPS 


e Your efforts during cold weather 

will bring maximum sales results 
on EMERGENCY PIPE CLAMPS—the 
universal pipe leak repair for steam, 
water, oil, gas, air, ammonia, brine, 
chemicals. Every plant is a prospect— 
and, what with steam going on for 
winter and new leaks showing up, this 
item is ‘‘hot’’ for immediate sales and 
repeat sales! 


SUGGESTION: Take a small clamp 
from stock and demonstrate on every 
call. You can sell many plants a com- 
plete stock of them. Sturdily made of 
malleable iron, heavily enameled, 
Emergency Pipe Clamps stop any pipe 
leak instantly, and permanently. Here’s 
a REAL seller! 





EMERGENCY PIPE CLAMP 


Pipe 
Leak Clomps 


SKINNER G 





M. B. SKINNER CO., SOUTH BEND, IND. 


white, exhaust steam—buff, low- 
pressure fresh water—blue, high- 
pressure boiler-feed lines—blue and 
white, salt water—green, oil — 
brass or bronze yellaw, fuel oil — 
black, air—gray, city gas (for 
lighting, etc.) aluminum, gas for 
engines—black with red flanges, 
refrigerating systems—black pipe 
with alternating white and green 
stripes on flanges and fittings, elec- 
tric lines and feeders—black pipe 
with alternate black and red stripes 
on the flanges. 

American Engineering Standards 
Committee suggests five general 





| 








e GOGGLES e 


| 


classes of piping: Class F—fire pro- | 
tection, including sprinkler sys- | 


tems — red; Class D— dangerous 
materials—yellow; Class S—safe, 
cheap materials—green (or achro- 


| matic colors such as white, black, 


gray or aluminum; Class P—pro- 
tective materials —bright blue; 


Class V—valuable materials—deep | 


purple. These are also painted in 
bands at conspicuous places, pref- 


| erably near valves and fittings. 


With either system, lines can be 
further identified by  stenciling 
legends over or beside color bands 
in such a position that they can be 
read from the point where the fitter 
or operator is likely to stand when 
trying to identify them. When 
view is obstructed, the legend 
should be repeated on both lower 
quarters of the pipe if it is over- 
head, on both upper quarters if it 
is below the reader’s line of vision. 





Brown-Roberts Sales Control 
(Continued from page 24) 





stand to lose if commissions were 
paid, say, monthly, because a sales- 
man might make large sales and 
good profits one month, be paid his 
commission, and then fall behind 
sufficiently in later months so that 
he would fail to reach his quota or 


For Every 


Industrial Use 


Industrial workers everywhere are 
rapidly learning through our national 
advertising and through our satisfied 
users that our Super-Drednaut goggles, 
fitted with Super-Drednaut DEEP 


| CURVE lenses provides maximum eye 





required profit margin for the year | 


as a whole. 

The salesman, however, is in- 
formed monthly as to just how he 
is doing. He is supplied with a 
report which gives him a complete 
picture of the situation for the 
preceding month, including the 
cost and selling price totals of all 
goods he sells personally, less credit 
memos to customers; the gross 
profit on his personal sales, less 
credit memos; the percentage of 
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protection in all chipping and grinding 
operations and other industrial work. 


There is a big market in your territory 
for Super-Drednaut goggles, in fact 
there is a big market for our entire 
line of “Safety Service” Accident-Pre- 
vention equipment. Start now to get 
your share of this business. 


Write today for a Super-Drednaut 
goggle and inspect the many superior 
features not found in any other type 
of goggle. Learn first-hand why they 
are easy to sell. 








GENERAL CATALOG NO. 10 
Write for it today 


THE SAFETY EQUIPMENT 
SERVICE COMPANY 
1298 St. Clair soci 

CLEVELAND * OHIO 




















1) Ge supply distributors have 
learned to appreciate the com- 
pleteness of the Jones line. In addition 
to the Herringbone, Spur, and Worm 
Gear Speed Reducers and cut and 
pe ete) Colo ME (oleh teMMe(-T-ts-Me) M- 00MM b'g oft Pint et) 
Jones line also covers transmission 
appliances. An extensive stock is car- 
ried at the factory. 


These items are profitably handled by 
distributors everywhere and new or- 
ror Bott A-Cile) ol--Va-More) elit boli him el-sbelem-Colol-te| 
to the Jones list.. Many items of the 
Jones line are stocked by distributors 
so they, in turn, may better serve their 
trade. 
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W. A. JONES FOUNDRY & MACHINE CO. 
e a | 4411 WEST ROOSEVELT ROAD, CHICAGO, ILLINOIS 


iGBONE— WORM—SPUR—GEAR SPEED REDUCERS + CUT AND MOLDED TOOTH GEARS ~- V-BELT SHEAVES 
ANTI-FRICTION PILLOW. BLOCKS - PULLEYS - FRICTION CLUTCHES ~ TRANSMISSION APPLIANCES 
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Cuts LIKE 
A KNIFE 





This RIFZID Pipe 
Cutter with thin Super- 


Steel Wheel Blade Rolls 
Right Through Any 
Pipe 


The remarkable ability of the 
Riel Cutter to cut far more 
ipe easily and practically without 
= lies in its unusual cutter wheel. 
Thin blade coined from special sheet 
tool steel, hammered, heat-treated 
and cast into a hub with steel bearing. 
Reinforced housing guarantees straight 
cutting and long life for the tool. 


See our local distributor or write us 
direct for the whole story of these 
remarkable tools. 










No. | for '4” to I,” 
pipe; No. 2 for '4” to 
2” pipe; No. ad 
to 3” pipe; 
2” to 4” pipe. 


RigniD 
Cutter 
No. 00 for '4” to 
1” tubing; No. 0 
for ',” to rs 
Super-Stee! Cutter 
Wheel; V-pad 
smooths tubing 
ready to solder; 
handy reamer. 


THE RIDGE TOOL CO. 
ELYRIA, OHIO, U. S. A. 


Tubing 


Rib 


PIPE TOOLS 
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| salesman 


gross profit on his personal sales; l 
the net profit for the company | 
and the percentage of net profit | 
for the company on his personal | 


sales. Similar information is pro- | 
vided in the report as regards mail | 
sales from his territory. His work 
in preparing the way for orders 
that come through the postoffice 
counts the same as his personal | 


| sales so far as his remuneration is | 


concerned. 
These monthly reports show the 
whether or not he is 


| headed for commissions at the rate 


he is going. If not, they inspire 
him to greater effort, according to 
John L, Pitts, president and gen- 
eral manager of the Brown-Rob- 
erts Hardware and Supply Com- | 
pany, long a national figure in mill 
supply circles. | 

While general observation pro- 
vides a fairly good guide as to | 
whether individual profitable spe- 
cialty lines are moving as they 


| should be, foolproof evidence is fur- 


| ures on profitable specialties but 
| on every item in every line han- 


nished by an accurate record of 
purchases and sales kept by F. C. 
Barksdale, vice-president in charge | 
of purchases. And Mr. Barksdale’s 
record not only provides the fig- 


dled by Brown-Roberts. 

These records are placed on large 
sheets which are kept in a loose- 
leaf book, one sheet for each type 
of item, as indicated in the accom- 
panying illustration. Where there 
are several sizes of an item a dou- | 
ble column is provided for records | 
on each size. For easy reference, | 
all purchases are recorded in blue | 
pencil in the left portion of the | 
column and all sales are recorded | 
in red pencil in the right portion | 
of the column. The dates of pur- | 


| chases and sales appear in the mar- | 


gin at the left-hand side of the | 


| page. 


After each sale or purchase, the 
balance of stock on hand is recorded 
in black pencil. Thus any inter- 
ested member of the Brown-Rob- 


| erts organization can at any time | 


get a quick, clear picture of how | 
any item is moving. 

Mr. Barksdale is working with 
these sheets constantly, and he is 
ever alert to the movement of goods | 
of all types. Since each sheet 
shows the record for a long period 
of time, it is easy to ascertain 
whether sales of individual items 
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CONSISTENT 
MAXIMUM 
EFFICIENCY 

AND SERVICE 


show 


results in 


SATISFIED 
CUSTOMERS 


@ When 


dresser cutters are too 


emery wheel 


soft they will mush over 
—when too hard the 
teeth will fly off. In 
either case they are 
Vincent - Hunt- 
ington Cutters are heat 
treated by 


our Process’ 


useless, 


uniformly 
"Vincent 
to the exact degree of 
hardness and give con- 
effi- 


ciency in service. They 


sistent maximum 
are speedy, have long 
life, and there is alway; 
the right cutier for the 
job. 


Distributors! We are 
equipped to supply any 
type or size cutter from 


stock and can make 
anything special de- 
sired. You can sell N 


these products with the i 
knowledge that you are | ~ 
making satisfied cus- “Z 
tomers and building up 
repeat business and 


@ << 
iL NA 
4 al 


good profits for your- 
self, 











T HE 
VINCENT STEEL 
PROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 































Constantly . . . consistently . . . throughout 1937 your 


L? 4) 


fe 
prospects and your customers are going to be told the 
reason why they should use Johnson UNIVERSAL 
Bronze. Every leading industrial publication will be 


used. Every purchaser will be reached. Every adver- 
tisement will carry this phrase: SOLD THROUGH 


INDUSTRIAL EQUIPMENT NEWS | 


Coa 





») ‘ ny C LEADING INDUSTRIAL SUPPLY DISTRIBUTORS. 
L ; : Why not get the benefits of this effort? A Johnson 
NAQIneering a Franchise will put you in line. Our cooperative selling 
4 will show you how. Write today for complete details. 


MACHINE | 
DESIGN | 
\merican Machi 
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< 
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ww 
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COOPERATIVE 


DIRECT 
MAIL 


In addition to publication ad- 


ni delice 


é. 
e 


ELECTRICAL 
MANUFACTURING 


vertising Johnson offers the 
distributor a consistent direct 
mail campaign. Each indi- 
vidual piece is planned to 
accomplish one point-—to di- 
rect the sale through your 
office. This service is offered 
without obligation. 





JOHNSON BRONZE COMPANY 


535 South Mill Street Branch Offices and Warehouses 
NEWCASTLE, PA. ° in Principal Cities 






— ¢ 


Ve BEARING HEADQUARTERS 
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TOOLS 


are the 








Works, Allentown, Pennsylvania. 





BONNEY 


finest 


that money can buy 
Sree ae lh ih seach tlio es) 


ANOTHER BONNEY PROFIT-MAKER 
The D3 Set, an all-purpose 18-piece Socket-Wrench Set of *CV" Chrome- 
Vanadium Steel with a wide variety of uses. Write for details and Cata- 
log [LW showing complete line of Bonney Tools. Bonney Forge & Tool 

























Use these points 6. 
to make sales. 












MERIDEN, CONN., U. S.A 


. )) THE CHARLES PARKER CO. 





THE 
POINTS OF 





PREFERENCE 


. Renewable Tool Steel 


Jaws. 


. A Swivel with the 


strength of a solid 
back Jaw. 


. Solid Steel Bar Slide 


Strengthener 
rior series). 


(Supe- 


. Improved Saddle and 


solid underportion. 


. Handle that stays put. 


Castings of Parkco 
Metal. 


. Extra strong nut and 


screw. 
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‘are holding up as they have in the 


past. If there is a falling off in 
any line, an investigation is called 
for. Then, in case the responsi- 
bility appears to be with the sales- 
men, they are asked to watch their 
efforts on this line very carefully 
to bring the volume up. 

“We have found our simple sys- 
tem very effective in reaching our 
triple objective — volume, profits 
and adequate results on individual 
lines,” says Mr. Pitts. 

“The allotted quota sets a volume 
figure for the salesman to try to 
get past. And the fact that he 
knows he must attain a gross profit 
margin of 162/3 per cent on his 
quota if he is to be paid a com- 
mission encourages him to push 
profitable specialties. 

“It is obvious that the records 
maintained in our purchasing de- 
partment keep us well informed on 
how our individual lines are mov- 
ing, and help us to properly guide 
our salesmen in their efforts. 

“I might also add the comment 
that we generally do more for our 
men in the way of financial reward 
than we promise them we will do, 
but they know definitely the mini- 
mum they may expect if they do a 
good all ’round selling job, and our 
system keeps them on their toes. 

“On the other hand, we do not 
deduct anything from the sales- 
man’s regular salary if he falls be- 
low his quota. When we set a 
quota we take the gamble as to 
whether or not the salesman will 
reach it.” 





The Anatomy of the 
Supply Business 
(Continued from page 23) 





R. A. you kept a stiff upper lip and 
refused to be stampeded into gen- 
eral low prices. 

However, although you did not 
use price as a weapon, you probably 
did go to excess in rendering serv- 
ice. The expense part of your dol- 
lar, being spread at the same time 
over less dollars, increased mark- 
edly. In 1926, a normal year, 21.5 
cents of your dollar went to ex- 
penses. In 1929, your banner year, 
20.77 cents went to expenses. In 
1932 this had almost doubled, for 
32.26 cents of your dollar went 
for expenses. By 1935 you had 
pared that down to 23.07. 

But you spoiled the purchasing 
































HERE IS FOOD FOR THOUGHT! 


By E. B. GALLAHER 
Editor, Clover Business Service 


Treasurer, Clover Mfg. Co. 


HE TRIPLE MILL SUPPLY ASSOCIATIONS have come out, through their 

newly-conceived Industrial Foundation, with a plan and program designed to 
increase the distributors’ share of mill supply sales to the industrials, calling attention, 
and rightfully so, to the fact that a half billion dollars of business is at present being 
sold around the distributor direct by the producer. 


For several years we have preached this very apparent fact in many editorials in 
Clover Business Service, and have published many advertisements on the same subject 
in Mill Supplies and other trade papers. 


We congratulate the Committee upon bringing the principles involved so forcibly 
to the attention of the Mill Supply Distributors. We hope it may do some good. 


Manufacturers are being asked to get back of this movement—they should. 


May we suggest, however, that when a distributor contracts to represent a manu- 
facturer, it is exactly like a marriage contract—they take each other “for better or 
worse. They must be loyal to their contract. 


Some distributors are anxious to get an agency proposition, with the long discount 
it carries, only to forget their obligation and flirt with competitors’ merchandise—or 
they get an agency and do nothing with it, leaving the manufacturer poorly represented. 

From the manufacturer's standpoint, establishing an agency is the same as opening 
a branch house—or it should be so. 

A manufacturer has a right to expect the same service from an agent as he would 
from his own branch, because he is paying for the service. 

Possibly some distributors have failed to realize the above facts, and this has had 
much to do with the amount of direct selling which is going on today. 

Think it over, and profit from the work of the National Indus- 
trial Distributors’ Foundation. The business is there if you will 


play the game! Naturally, the manufacturer will have to do his 
share, too. 


E. B. GALLAHER 


CLOVER MANUFACTURING COMPANY | “ver fs. €0., Norwalk, Conn. 








NORWALK, CONN., U.S.A. -_ You — send me, without obligation imples of 
: _Green-Stripe Flint Sandpaper 
__| Ked-Stripe Turkish Emery Cloth. 
Yellow-Stripe Aluminum Oxide Metal-Working Cloth. 
Yellow-Stripe Aluminum Oxide Wood Working Cloth 
ABRASIVES Yellow-Stripe Aluminum ¢ xide Wood “Working Paper 
Orange-Stripe Garnet Paper 
Orange-Stripe Garnet Cloth gia sees ‘ 
. T ,) ya . Clover Grease-Mixed Grinding Compound 
SANDI Al ERS . Clover Water-Mixed Valve-Grinding Compound 
METAL-WORKING PAPERS AND CLOTHS ee 


WOOD- WORKING PAPERS AND CLOTHS 


Address 


CLOVER GRINDING AND LAPPING COMPOUNDS Ciasickas ot isibess 390S86B8A 
x 
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For over 73 years S. G. 
Taylor Chain Com 
pany has been building 
the finest chain that 
scientific methods and 
good materials will 
allow. 

These chains have 
found their way into 


nooks and concerns of 
the world where their 


qualities of endurance 


and long life have 
made the name of 
Taylor synonymous 


with dependability 


Taylor manufactures a 
complete line of chain 
for every industrial 


ne d 


Complete literature as 
well as 


tising material is avail 


\ If ber adver 


3 \ 
“TAYLO 
Mir 





agents. 
whim. 


You catered to their every 
When you ran out of whims 
to cater to, you created new ones 
and injected them into the pur- 
chasing agents’ minds. You offered 
speedy delivery for breakdown 
needs and personal attention for 
all orders. One purchasing agent 
informed me that every requisition 
which reaches him now is marked, 
“breakdown.” Another informed 
me, with pardonable pride, that he 
could order a fifteen-cent item, that 
the item would be delivered in an 
hour, and that the entire transac- 
tion would be accorded careful per- 
sonal attention. The purchasing 
agent now considers these luxuries 
a necessity. They are unnecessary: 
the purchasing agent outside the 
larger cities doesn’t have such serv- 
and gets 
without them. 

I have termed the accompanying 
diagram a “profitgraph.” It will 
not solve your problems for you, 
but it may aid your thinking on 
this question of prices, costs and 
profits. 

I want to point out three im- 
portant facts. Note that this com- 
pany and this industry are oper- 
ating on so narrow a margin that 
it is necessary to operate at 90 
percent capacity in order to break 
even. Note the small potential 
profits which are the reward for 
capacity operation. Contrast these 
with the large potential loss which 
inevitably results from than 
about 90 percent men- 
tioned above, 


ices along beautifully 


less 


capacity 


Let us now return to our ques- 
tion of whether you should sell at 
less than your 23 percent 
margin in order to get volume. 
Let us assume that you are oper- 
ating at 90 percent capacity. You 
are just at the break-even point. 
Your volume just covers your total 
costs. If, you secure addi- 
tional business at your average 23 
percent margin, the result will be 
the profit indicated by the space 
between the D-A and D-C. 
If you resort to lower price in 
order to volume you will 
still be making a profit provided 
your price covers something more 
than your variable expenses. Your 


gross 


now, 


lines 


secure 


profit will be smaller for your per- 
centage of capacity. The D-A line 
will rise less rapidly. 

Let us assume in a second in- 
stance that you are operating at 
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“25,600,000 
AT WORK 


IN INDUSTRY AND TRADE” 


RE- EMPLOY MENT 
INDICATES INCREASED 


TRIMO WRENCH SALES 
FOR YOU 


Look for the Red 
Tag always wired to 
every TRIMO Pipe 
Wrench. 


In a comprehensive survey of 
employment, a New York newspaper 
points out that tremendous gains 
were made in 1935—even larger 
ones in 1936. 

Re-employment indicates thriving, 
expanding industrial activity —and 
this, in turn, means increased wrench 
sales for the industrial jobber. 

You'll find Trimo Chrome Molyb- 
denum Nickel Alloy Wrenches a 
profitable number. And you’ll find 
this company ready to serve you 
with its usual jobber and distributor 
supply policy. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS. 


— 
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WHY YOU GET MORE 


POWER. 






In operation, the Gilmer V-Belt 
would bulge along dotted line 
if sidewall did not prevent. 
The bulging, therefore, has to 
distribute itself over the entire 
width of the belt. 


All this area (cross-hatched) 
exerts pressure on the side- 
wall. This pressure from a 
larger surface creates GILMER 
GRIP. That is why you get 
more DELIVERED POWER 
from a Gilmer V-Belt. Note 
that the pressure centers 
about the strong pulling cords. 




















from the GILMER GRIP 


Gilmer V-Belt has 

straight sides. As the 
belt flexes around a sheave, and settles 
down to work, these straight sides instantly 
bulge outward against the steel sidewalls of 
the groove. (No lost motions to go through!) 
The unyielding sidewalls distribute and equal- 
ize this bulging till the whole width of each 
side of the belt is forced against the side- 


wall. All of the belt’s working surface 
thus exerts pressure, creating a greater, 
firmer grip on the groove. The firmer grip 
from this bigger surface naturally creates 
and delivers MORE POWER. It cuts out 
slip. It cuts down costs. A Gilmer V-Belt 
always is locked to work — with that Gilmer 


Grip. Start getting more for your money. 








TOP RUBBER — Tough tension rubber 


2 PULLING CORDS — Numerous plies, 


tremendously strong. Locked in rubber. Con 


BOTTOM RUBBER — Brute strength 


* rubber developed by Gilmer engineers 





“The Fighting Five’ 
Famous Features of Gilmer V-Belts 


for Multiple Drives 


bias-woven fabric. Flexible rubber film sep 
crates. Jackets protect working parts, prevent 
worn spots by distributing wear, triple belt's 


centrote great strength in thin pulling section working life 
Paten'ed construction keeps plies horizontal : 
ln enerattion 5. CONTROLLED STRETCH — Bolt en 


gineers build Gilmers to correct working 
lengths. Every belt pre-tested for strength. insures 
perfect, permanent match on multiple drives. 


Gilmer Single Strand V-Belts cut costs on 
fractional horsepower drives. Run quietly. 
Last long. 


FREE— Gilmer V-Belt Catalogue. Gives 
you all the reasons for this swing to Gilmer 
you have heard about. Shows why Gilmers 


Supports co ds securely. Resists heat — Gilmer _s ° 
Instantly flexes to fit the groove. Eliminates V-Belts run cool sell. Ask about the Gilmer franchise. 
misfits 4, DOUBLE JACKET — twin jackets of Send today. 











L. H. GILMER COMPANY, Tacony, Philadelphia 
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Address the Factory or Our Nearest 
Warehouse: 
CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . tath & Olive Sts, 
NEW YORK .. . . 47 Murray Street 
LOS ANGELES , 1015 East 16th St. 





@ Fillisters are usually used in deep tapped 
holes, countersunk at the top. Made by the 
Kaufman Process, patented, Cleveland Fillister 
Head Cap Screws possess the highest tensile strength 
commercially possible. A Class 3 fit is standard. More 
than that—final machining operations guarantee 
concentricity at three vital points— head, body and 
thread. Slots are deep, clean cut and free from burrs. 
Truly an accurate product. A complete stock of all 
sizes is instantly available. Why don’t you send your 
mext specification to THE CLEVELAND CAP SCREW 
COMPANY, 2931 East 79th Street. Cleveland, Ohio. 


CLEVELAND CAP SCREWS 











to 


WELDING 


How 








‘TURRET-TYPE 


inerease your 


SALES 


SHIELD 








Psy 


‘ 


WELDING 








PATENT APPLIED FOR 


*& These shields were designed and constructed from experience 
in the field to meet field needs thoroughly. They will give your 
customers safety, sanitation, and true comfort. Once you get 
acquainted with these Shields you will be amazed at the talking 
points and each point serves to make satisfied users and build 
sales. 
Rivetless face piece formed from one solid fibre sheet-—Rubber 
lens holder that reduces breakage and permits instant changing 
of clear cover glass, without removing colored glass—Easily 
disassembled for complete sterilization. No exposed metal. 
Available in either helmet or handshield types—Will withstand 
more wear and abuse than any shield on the market. 

Ask about other Dockson Protective Equipment. 





; | only 80 percent of capacity and that 


you have not reached the break- 
even point. Here again two courses 
are open to you: You may main- 
tain the 23 percent gross margin 
and reach the break-even point at 
90 percent of capacity. You may 
reduce your price and gross mar- 
gin slightly, thus getting volume 
more easily but also causing the 
O-A total income line to rise less 
rapidly and to cross the total cost 
line at a higher capacity point, 
possible at 100 percent of capacity. 

It is possible for any one of you, 
then, to reach your break-even 
point or to secure a profit once you 
have arrived at the break-even 
point by selling at slightly less than 
23 percent gross margin. When 
you follow this policy, you risk 
price retaliation from competitors. 
This retaliation may easily deprive 
you of a sizeable chunk of your 
business with a 23 percent gross 
margin and throw you into that 
large loss area. Your profit mar- 
gin is too narrow and your possible 
losses too great to take the risk 
entailed in cutting prices. You may 
say to yourself, “I'll maintain 
prices in my own market but take 
an occasional pot shot at some 
business farther away at less than 
an average 23 percent margin.” 
My answer to that idea is just 
this: Two can play at that game. 
You’re likely to find your far away 
competitor retaliating at your ex- 
pense. 

If the industry as a whole re- 
sorted to prices resulting in less 
than 23 percent average gross mar- 
gin, the price structure would be 
demoralized and profits would be 
impossible. 

Out of all of this we come to a 


common-sense conclusion. You 
have maintained your prices 
through the depression. Your vol- 


ume is returning toward capacity. 
You are catering to an industry 
whose demand is inelastic. A cut 
in price will result in less money 
coming through your doors. AS 
individual firms and as an industry, 
my firm is of the opinion that 


profitable operations can be reached 
| best and soonest by maintaining 
| your average gross margin of 23 


| percent. 


| 
| 


C. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 
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We see no reason why 
those of vou not burdened by some 
unfavorable expense load should 
not anticipate future extremely 
profitable operations. 


















“LOWER 
PRODUCTION COSTS” 








“LONGER TIME 
BETWEEN RESHARPENING” 


Wei tih ih} 
' H } 


“BETTER WORK” 










RM are of the opinion that there is no difference in metal- 
removing tools, try Morse Tools your own way in your own shop. 
It will pay you to prove “‘There Is A Difference.” 


A Conveniently Located Morse Distributor 
Will Give You Prompt Service. 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD, MASSACHUSETTS, U.S.A. 


; THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS ~ CUTTERS - TAPS and DIES » SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 
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“LET'S 
MAKE A 
NEW YEAR’S 
RESOLUTION— 
RIGHT NOW .. . 


.... to put our sales effort behind 
the ARRO LINE of 
Bolts for 1937.” 


Expansion 


This is an excellent resolution for 
every jobber to make as the New 
Year rolls around. Because the 
ARRO LINE has everything he 
needs to satisfy 
keep them sold. 
The ARRO LINE is a quality line. 
Its manufacturers have done every- 
their 


appeal to both jobber and user alike. 


his customers and 


thing in power to make it 
It is up-to-the-minute in design 
materials and workmanship are of 
the best — and CADMIUM 
PLATING gives it that extra ad- 
vantage of lasting service. 

Resolve to stock the ARRO LINE. 
Write for catalog and confidential 


jobber’s price list. 


ARRO EXPANSION BOLT COMPANY 


MARION, OHIO 


Originators of Cadmium 
rits 


E=>xARRO > 


REG. US. PAT. OFF. 


BOLTS 


And Allied Products 


SOLD ONLY THROUGH JOBBERS | 
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Plated Expansion 





Sales Tips from the 
Trade Press 
(Continued from page 30) 





ucts, gasoline absorption plants, and 
plants handling propane and like 
products. 

The non-sparking tool is relatively 
new. Only in the last few years 
have manufacturers been able to 
offer in such tools and alloy having 
both a non-sparking property and the 
proper combination of hardness and 
resistance to shock, Since these tools 
are all made of copper base materials, 
they must be correctly designed in 
order to give them maximum service 
and durability. They are not mere 
duplicates of steel tubes, for no cop- 
per alloy produced today has the 
strength of forged steel. Of the two 
most common non-sparking alloys, 
aluminum bronze and beryllium cop- 
per, the former is used most fre- 
quently in tools which do not have to 
withstand extreme service conditions. 


The harder grades of aluminum 
bronze are suited for cutting-tool 
service, but are rather brittle.— | 


Chemical and Metallurgical Engineer- | 


ing, November, 1936. 


Gas Welding Sales in Coal Mining 
OXYACETYLENE welding progress 


in the coal mining industry has di- | 


rectly reflected the increased use of 
machinery for reducing costs. Some 
fifteen years ago, the average mine 
of any size probably possessed only 
one cutting blowpipe and perhaps one 
welding blowpipe. In a modern mech- 
anized mine, the present-day shop 
probably will include such equipment 
as lathes, planers, shapers, milling 
machines and cutting and 
equipment operated by a crew of 
eight to ten men. Experience has 
shown that certain portion of replace- 
ment parts of mechanical equipment 
can be replaced by properly building 
them up and re-machining them at a 
saving of 25 to 50 per cent of the 
original cost. 

In construction work, the trend is 
toward buying the material and fab- 
ricating it on the job. Assembly of 
pipe by welding results in a unit that 
is not only erected more speedily, 
but is obtainable at a lower cost. 


welding | 


Another important use of oxyacetylene | 


equipment is in bonding and welding 
rail joints underground. At modern 
properties, surface needs will be met 
by installation of a dual pipe line sys- 
tem with outlets at convenient points 
to conduct oxyacetylene gases to the 
places of use, Thus, when a cutting 
or welding job presents itself, it is 
necessary only to connect into the 
nearest outlet, eliminating the usual 
cumbersome cylinder equipment. This 
saving more than offsets the cost of 
the line. 

The latest development in the use 
of oxyacetylene equipment is the cut- 
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MODELS—PRICES—SALES HELPS 





Mill Supply Houses will find 
in these Signal drills a 
line designed and made 
right, priced to meet com- 
petition without sacrific- 
ing quality—items that , 
sell over - the - counter 
the sume as other 
electrical appliances. 








OB-8 \,” 
light-duty 
drill 


OB-8 14” light duty drill is de- 
signed for intermittent service. 
Light in weight, it is especially 
adaptable for radio repair work, 
wood and metal assembly and 
similar light work. 


Wile today jor 


COMPLETE INFORMATION 


INCLUDING PRICES AND 
DISCOUNT 










OB-4 ¥,” 
standard 
duty drill 


High quality drill that will give 
dependable service—well balanced, 
comfortable grip with air-cooled 
handle and trigger type switch in 
handle with lock for continuous 
operation. 


OB-5 ¥.” 
standard 
duty 


A powerful drill, dependable, 
with proper speed, correct balance 
and high quality construction, it’s 
made for service where a drill is 
expected to get hard use. 

Signal has a background of 44 
years as successful producers of 
small motors. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan, U. 8S. A. 
Offices in all principal cities 


FI. RIAT 


Rog ke aA 






rok s 
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Factory sales - repre- 
equipped 
with demonstration 
cars of this kind, ac- 
tively cooperate with 
distributors who push 
thee OSTER-WIL- 
LIAMS line. 


sentatives, 


OSTER 


THREADING EQUIPMENT 


LLIAM 





BECAUSE SEEING IS BELIEVING 
OSTER-WILLIAMS DEMONSTRATIONS BRING 
HOME THE BACON 


Catalogs and folders are a necessary part 
of the sales-presentation . . . vivid, well-in- 
formed. verbal descriptions help . . . but the 


rivet that clinches the order for an OSTER- 


the form of higher speeds, better threads, 
or simpler operation . .. in many cases. as 
all three. Mill supply salesmen who have 


discovered this fact are always alert for 





opportunities to make OSTER-WILLIAMS 
equipment do its stuff in front of the pros- 
pect’s eyes. 

The OSTER-WILLIAMS line includes 
hand and power pipe and bolt threading 
tools and machines and pipe welding equip- 


WILLIAMS hand-tool or power-machine is 
an action-demonstration. 

The sales-power of OSTER-WILLIAMS 
demonstrations is graphic testimony to the 
engineering ability which goes into OSTER- 


WILLIAMS equipment and comes out in ment. Descriptive literature on request. 





A MIGHTY MIDGET vs we 


Barnum, the man who made the 
WITH STEEL MUSCLES 


human Tom Thumb famous, would have 
made another fortune exhibiting Oster’s “Tom Thumb” 
power had been available in his day to operate it. 
This mighty midget. No. 512, cuts off, reams and threads all sizes of 
pipe from 14," to 2” at speeds that compare favorably with those of 
larger, non-portable machines, yet it is easy to carry to the job, is 
economical of current and is built to give years of dependable service. 
Supplied with either adjustable or solid type die-head, it operates 
from a light socket. Complete description and prices on request. 


THE OSTER MANUFACTURING COMPANY 
Sales Office: 2041 East 61st Street, Cleveland, Ohio 
Factories: Erie, Penna., and Cleveland, Ohio 
Threading Headquarters Since 1893 


... if electric 
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ACCEPTANCE 


Bolt users recognize the advan- | 
tages of CLARK BOLTS. Their | 
acceptance means diminished 
sales resistance and larger profits 
for the distributors. 








Every bolt in a shipment, 
whether it be box or carload, 
is accurate, uniform and well 
finished. 








SELL CLARK’S | 


CuarxBrosfout(h | 


Charles St. Milldale, Conn. 





for every service 
in industrial plants 


tron Body Gate Valve 


HETHER your customers want 


low, medium or high-pressure 


valves, in bronze or iron, with screwed 
Bronze Gite Valve F 

or flanged ends, and in gate, globe, angle 

or check patterns, you will find an ex- 


actly suitable Kennedy design. Kennedy 
Valves are sure to please because of their 
attractive appearance, sturdy proportions, 
clean-cut machine work and reliable ORSY Gate Valve 
operation. 





Send for the Kennedy Catalog 


The Kennedy Valve Mfg. Co. 


Bronze Globe Valve Elmira, N. Y. 


KENNEDY 


VALYES~PIPE FITTINGS~FIRE HYDRANTS 
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ting machine designed to effect a 
smooth cut in a minimum time with 
the least possible consumption of 
gas.—Coal Age, December, 1936. 


Know the Facts About 
Diesel Valve Materials 


FINDING a suitable method of in- 
creasing the life of exhaust valves 
has long been a question for diese] 
manufacturers and owners. High 
temperatures of exhaust gases es- 
caping through valve ports cause a 
wire-drawing effect on most mate- 
rials, and blow-by occurs. Loss of 
compression due to the valves not 
seating properly means not only hard 
starting, but a loss of power and 
increased fuel consumption. 
Recently The Federal Motorship 
Corporation ran a test on a diesel 
valve and valve seat insert seating 
materials. The 257-ft. ship, Badger 
State, operated by this concern and 
powered by a 900-hp. low-speed diesel 
engine, had its twelve 5-inch exhaust 
valves and valve seats ground every 
month. The steel valves were so 
susceptible to wire-drawing and pit- 
ting from pounding on scale and car- 
bon, that it was necessary to regrind 
and replace them at frequent inter- 
vals. The engine is six cylinders of 
19-in, bore and 22-in. stroke. 
Valves hard-faced with Haynes 
stellite, an alloy of cobalt, chromium 
and tungsten, required less mainte- 
nance than any other materials under 
test. Seven months after the hard- 
faced valves were installed, the ship 
was dry-docked for a complete motor 
overhauling during which refinishing 
the valves was but a precautionary 
and incidental part of the work. When 
a hard-faced valve works on a seat 
also protected by the same material, 
practically no touching up is neces- 
sary for long periods of time. 
Bronze seats working with hard- 
faced valves lasted twice as long as 
cast iron seats under steel valves, 
but they pitted so seriously that by 
the end of two months grinding was 
necessary. In the case of steel valves 
on cast iron seats, the valves, at the 
end of one month of service, were 
not only pitted, but slightly burned 
as well, and showed definite evidence 
of wire-drawing.—Diesel Power and 
Transportation, November, 1936. 


Can Your Customers Save Money 
On Inventory? 


“WHAT does it cost to carry an in- 
ventory in an industrial plant?” 

Too frequently the answer is 4 
quick, “Six per cent.” A fair aver- 
age of inventory costs is impossible 
to arrive at with accuracy. Costs 
varies with the industry. Again, 
there may be a considerable differ- 
ence among companies in the same 
industry. 

Two factors frequently raise inven- 




























Brothers « 


FOUNDED 1867 


| MAKERS OF GENERAL OFFICES 
LEATHER BELTING 406 N. THIRD STREET 

- LEATHER PACKINGS PHILADELPHIA 

a ee sere BRANCHES AND DISTRIBUTORS 

be MNTACULAR TRANSMISSION BELT IN ALL 

f PRINCIPAL CITIES 


To Mill Supply Distributors 
in the United States of America. 


ws Gentlemen: 

d 

e] Most important to the successful relationship between a manu- 

st facturer and his distributor are: 

y 

30 i Integrity of the manufacturer. 

t- me Quality of the product. 

- 3. Fair allocation of territory. 

id 4. A merchandising policy that yields a definite profit. 

- 5. Advertising. 

a Alexander Brothers have earned a reputation during the past half 

a century for responsibility and fair dealing. 

e- 

er The quality of Alexander products is unsurpassed. The guarantee 

d- that accompanies each sale is the buyer's assurance that his purchase is as 

ip represented, and will give satisfactory service under proper conditions. 

or 

ng A merchandising plan, which has for its objective low inventories 

ry and a quick turnover with a fair profit, is the basis of Alexander Brothers 

“ distributor relation. 

a The Alexander policy of Distributor protection is entirely fair, 

: is free from misunderstandings, and is designed to make the Distributor 

-d- bigger and stronger. 

as 

es, The advertising plan of Alexander Brothers is two-fold. It con- 

by sists of national effort through magazines and trade papers and local 

as letter campaigns encouraging the purchase of Alexander products through 

yes local representatives. In this manner business is directed to Alexander 

he distributors, thus giving them the opportunity of selling, not only 

~ Alexander products, but other items which may be of interest to the trade. 

a ; For questions of a technical nature, recommendations or surveys, 
the Alexander engineering department is prepared to serve either the dis-— 
tributor or his customer. 

The Alexander organization offers unusual opportunities for you 

'Y to profit from an alliance with them. These possibilities merit your in- 
vestigation. 

” Very truly yours, 

Rs ALEXANDER BROTHERS, INC. 

ble ; 

sts . 

sin, 

‘er- 

me a 





President 
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UF KIN 


PRECISION TOOLS 








ACCURATE 
RELIABLE 


Recognized High Standard 








You can serve your 


customers best if your 
stock of /vfai Tools 
is complete. 


SEND FOR CATALOG NO. 7 








THE JUFKIN RULE £0. 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 
106-10 Lafayette St. 


Canadian Factory 
WINDSOR, ONTARIO 


108 





tory costs to an entirely dispropor- | 


tionate total. First, many plants 
charge items to inventory that never 
belong there at all. For instance, 
one company was found to include all 
units rejected by customers. They 
were, and had been for years, put 
back into inventory although there 
was little, if any chance of future 
sale. 

Second, relatively few concerns 
seem to keep an accurate check on 
what goes into inventory. One rea- 
son is that many manufacturers do 
not define “inventory.” To them it 
is a catch-all like the “miscellaneous” 
column in a table of figures. 

But the most prevalent reason for 
unbalanced and extravagant 
tories is that too many manufacturers 
are without an adequate system of 
production control and an accurate 
business forecast. 

It would be good business if every 
executive would first carefully define 
what he means by “inventory,” then 


list and appraise the stock he has on | 


hand with this appraisal kept well 
in mind.—Factory Management and 
Maintenance, December, 19236. 





Power Show 
(Continued from page 29) 





chanical detail . . allows greater 
parallel or angular shaft misalign- 


| ment. 


Sarco Company, Inc.—Actual work- 


ing installation of its recently in- 
troduced hot and cold water blender 


inven- | 


also demonstrated steam | 
and water blender . these 
products were introduced about 


three months ago and are used for 
laundries and other process indus- 
tries where a stream of water at a 
constant temperature is desired, 
and can be economically obtained 


by mixing cold and hot water, or 


steam and water. 


V. D. Anderson Company—Showed 
how development of its traps makes 
possible simplified piping hook-up. 


Pulley Company — Inter- 
esting display, which the visitors 
could operate, showing Reeves units 
which give a positive even flow of 
power at any speed a new 
development demonstrated 


Reeves 


unit 


Everlasting Valve Company — Fea- 


tured a new spring incorporated in 
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was a | 
remote control multiple pushbutton 











HAYES 
FILES 











END FILE 
TROUBLES 
FOR 
WORKMEN 
AND 
START A 
STEADY 
FLOW OF 


SALES 


FOR YOU 


Used in all lines 
of manufacture, 
some of which are: 


Railroads 

Boat Building 
Washing Machines 
Auto Bodies 

Drill Testing 
Machine Shops 
Metal Patterns 
Computing Scales 
Gasoline Pumps, etc. 


Skilled workmen want the 
right kind of tools and they 











find in Hayes Quality Files 
the right tool for the job. There are 
66 years of correct file manufacturing 
experience back of Hayes Quality Files 
and they are made in every standard 
shape and cut of American Pattern and 
Swiss Pattern Files 

We can ship immediately from our 
finished stock or can make up special 
shapes, cuts, or sizes for individual 
requirements. Distributors can dep nd 
on these files for continued sales volume 


There are several desirable territories open 
Write us 





* 








HAYES FILE 
COMPANY 


1981-87 Franklin Street 
Detroit, Michigan 
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i. 
THIS IS OUR PACIFIC COAST STOCK ROOM 





* This Company was the first to maintain a representative of its own in the Pacific Coast territory. This man 
was the late John G. Ladrick, well-known to mill supply men all over the country. * By 1927, our business in that 
area had developed to such an extent that, on September 15, 1927, we opened our Pacific Coast Stockroom at 654 
Howard Street, San Francisco, in order to serve “Cleveland” Distributors from the Rocky Mountains to the Pacific 
Ocean, and from British Columbia to Mexico. The large stock carried regularly in San Francisco enables us to cut 
several days off deliveries of regular tools. x In 1925, one man served the entire West. Since 1927, our Pacific 
Coast Stockroom staff has been filling the needs of our Western customers. * Because of this, together with the 


location of our Stockrooms in New York, Chicago and Detroit (as well as in Cleveland), we are constantly telling 


users of our products that “CLEVELAND DISTRIBUTORS EVERYWHERE ARE READY TO SERVE YOU.” 


L “TWIST DRILI 
s ~Eee)} TOR 0B Ba ee 
( 1242 FAST 49 SIREET 
3 CLEVE LAN @& 


FOREIGN 


30 READE ST NEW YORK 9 NORTH JEFFERSON ST. CHICAG( 654 HOWARD AN] 


6515 SLCOND BLVD. DETROIT LONDON -=£- PP BARKLS 
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ANNOUNCING 


WIRFSEIP 


After complete engineered analysis and 
research, Armstrong-Bray & Co. are 
pleased to announce a worthy companion 
to their belt lacing group. 





























Wiregrip Hooks come mounted on a 
special processed card (patent applied 
for) that hold the hooks firmly in place, 
permitting the workman to cut off the 
needed number of hooks without disturb- 
ing others, thereby eliminating waste and 
lost time. The special analysis wire used 
in Wiregrip insures a very tough, long 
wearing hook that will give the maximum 
of trouble-free service. 

Wiregrip can be applied with any 
standard lacer as well as with our own 
make machines. 























nn 


tT 






































For complete information write for our 
new No. 10 catalog describing our full 
line of lacing, hooks, machines, etc. 























“The Belt Lacing People” 





|its regular line of valves 
| both disc and post springs made of 
inchromel wire. 


General Electric Company — Com- 
| pact gearmotors on display should 
| be interesting to mill supply houses 
. popular feature in the booth 
was the photo-electric gun, by 
| means of which a bull’s eye in a tar- 
| get could be hit with a light beam. 
| Keasbey & Mattison Company — 
Showed its new “Celto” mild-steel 
general-purpose electrode . 
| thea on this item will be re- 
| leased shortly. 


| Prate & Cady Company (Division 
of American Chain) — Displayed a 
motor-operated 8-in. gate valve for 
1,500 lb. steam and 1,000 deg. tem- 
perature . . . made of chrome- 
moly steel, with welded end . 
takes 28 seconds to open and 28 
seconds to close. 


Henry G. Thompson & Son Com- 
pany — Exhibit showed actual op- 








ARMSTRONG-BRAY & CO., 310 No. Sheldon St., Chicago,U.S.A. eration of a giant hacksaw blade 


designed for cutting on hydraulic 





















WHO EVER HEARD OF 


“TREK” 
CHAINS? 


You'll find them mighty useful, if you ever take a 



















“trek” across the South African veldt. But, in the 
meantime, you'll undoubtedly need some welded or 
weldless Chain of the types used in the U.S.A. 
All types of McKay Chain are A-No. 1 in quality 
—the result of “McKay’s 50 years of knowing 


how.” 










For quality Chain, better line up with . . . 






THE McKAY COMPANY 


McKAY BUILDING PITTSBURGH, PA 





Formerly U.S Chain & Forging Co 
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|machines . . . made of special 
alloy high-speed steel . . . just 
being marketed now under name of 
“Milford Hydrocutter.” 


Link-Belt Company—Complete line 
of positive drive units, fixed and 
variable speed and _ accessories 
. mill supply houses will be in- 
terested in this company’s new 
Silent Chain Data Book No. 125. 








| American Pulley Company— 
Showed improved design of its ten- 
| sion controlled motor base . 
|to be made available to the trade 
| about the first of the year. 

lees Manufacturing Company — 
| Lots of activity at this display 
| . pipe machines in operation, 
| with attendants to demonstrate 
|. . . microphone and speaker ar- 
rangement permitted high lights 
of exhibit to be brought to the 
|attention of the visitors . 
(Cordial public introduction given 
'the Mill Supplies man over the 
microphone-speaker system). 












































J. E. Rhoads & Sons — Demon- 
strated, by means of special set-up 
and power indicating instruments, 
























Powell standard bronze and iron body gate, globe, angle, check, and Y valves 
have been re-designed to better withstand existing service demands. 
Fundamentally correct in design, they appeal to the plant engineers who want 
dependable performance. These re-designed and modernized valves are listed in the 
Powell new No. II catalog. 











FIG. 150 
FIG. 102 BRONZE COMPOSITION DISC FIG, 375 
BRONZE WHITE STAR GLOBE VALVE GLOBE VALVE BRONZE WHITE STAR GATE VALVE 





FIG, 1444 FIG, 1431 
IRON BODY RISING FIG. 190 IRON BODY NON-RISING 
STEM GATE VALVE IRON BODY IRENEW GLOBE VALVE STEM GATE VALVE 











POWELL VALVES 


THE WM. POWELL CO. CINCINNATI, OHIO 
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e “Green- 

field,”’ the 

line that 

stands high- 

est in cus- 

tomer accept- 

ance, offers 

distinct advan- 

tages to distrib- 
utors. ‘‘Maxi” 

taps, reamers, 
twist drills — 
“Greenfield’s’’ new- 

est contribution to 
more efficient pro- 
duction—are sweep- 
ing the country—op- 
ening new doors to the 
complete ‘“‘Greenfield”’ 
line, making more money 
for distributors. 


*‘Maxi” tools offer amaz- 
ing sales possibilities with 
minimum sales expense. 
Arrange a _ competilive 
test and your selling job 
is over. The “Greenfield”’ 
representative in your 
territory will be glad to 
help. 


GREENFIELD TAP & 
DIE CORPORATION 
Greenfield, Mass. 


Detroit Plant: 2102 W. Fort Street 
Warehouses in 
New York and Chicago 
In Canada: Greenfield Tap & Die 
Corp., of Canada, Ltd., Galt, Ont 


GREENFIEL 


Maxi 


x 


Tools 





the efficiency of flat-belt drive for 
certain operations 


The Lunkenheimer Company — In 
addition to its line of valves, Lun- 
kenheimer showed a map studded 
with electric lights to illustrate its 
far-flung distributor connections . ... 


Quigley Company, Inc.— Four 
small model furnaces demonstrated 
the efficiency of Quigley “‘insuline”’ 
products—lInsulblox, insulcrete and 
insulag . Quigley’s refractory 
insulator is an aluminum and silica 
fireclay combination 


Beaver Pipe Tools, Inc. — Featured 
the rust-proof finish on the entire 
Beaver line. 


Ridge Tool 
latest precision extractors 

no reaming, no bottoming, no ex- 
panding 


Norma-Hoffman Bearing Corpora- 
tion — Featured its new cartridge 
bearing interesting exhibit 
set-up: When the visitor lifted a 
bearing from its position in the 
display, a loudspeaker was auto- 
matically switched on and a voice 
discussed the various features of 
the item in the visitor’s hands. 


Dayton Rubber Company —In ad- 
dition to its pressure-cured cog 
belt drive, oil-proof V-belts were 
demonstrated, operating in a bath 
of oil, to show the resistance of 
synthetic rubber to oil 


Black & Decker Manufacturing 
Company — Featured universal and 
high-cycle production tools 
electric tools are today being made 
extremely light in weight 


Yale & Towne Manufacturing Com- 
pany — Large, impressive exhibit 
of hoisting equipment and lift 
trucks. 


General Notes 


Show was extremely well attended 
every day over 300 listed ex- 
hibitors . . many exhibits made 
extremely effective by simulating 
actual operating conditions 

the time and skill which the ex- 
hibitors have contributed reflect in 
a large measure the spectacular im- 
provement in the capital-goods in- 
dustry. 
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Company — Showed | 





These Markets 
Are Your Sales 


OPPORTUNITIES 


for 
“U-W" 
QUALITY 


Railroads @ Shipyards @ Dry Docks @ 
Locomotive Works @ Steel Fabricators 
@ Bridge Builders @ Boiler Mfrs. @ 
Factories @ Steamship Lines @ Mines 
@ Utilities @ Car Builders @ Foundries 
@ Steel Erectors @ Snow Plow Mfrs. @ 
Elevator Mfrs. @ Contractors @ Agri- 
cultural Mach. Mfrs. @ Construction 
and Road Building Mach. Mfrs. 


NERF ECTION 


Wire Rope 


Standard hoisting ropes; extra flexi- 
ble ropes; mining cables; haulage 
ropes; elevator cables; airplane cable: 
tiller ropes; and sash cords. 


Manila Rope 


"Y-CO Best" and "Giant'’ grades, both 
waterproofed—1l00% pure Manila. Bolt 
Rope—Transmission—Drop Hammer— 
Grain Shovel—Yacht—Lariat—Fisher- 
man's plain or brown waterproofed— 


Drilling Cables—Bull Ropes—Catlines. 


ST 


Turnbuckles and Fittings 


Drop forged hexagonal pattern turn- 
buckles and complete line of fitting: 
for wire, chain, and manila rope. 


Send for Catalog 


1168 West lIith St., Cleveland, Ohio 
Established 1871 
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est in asbestos 





KEASBEY & MATTISON 
COMPANY anmater, Penna. 





8.1 only through the established 
channels of distribution, K & M Asbestos and 
Magnesia Products assure you of a line that 
is sold right as well as priced right. More than 
60 years of pioneering in the development 
of insulations and packings enable Keasbey 
& Mattison Company to offer you a complete 


line, specialized for individual requirements. 


The K&M Line is complete: 


Asbestos Gaskets and Packings 

Asbestos Pipe Insulation in sections 
Asbestos Insulation in sheets and blocks 
Asbestos Insulating Cements 


“Featherweight” 85% Magnesia 
Pipe Insulation, Blocks and Lagging 


Refractory Cements, dry and plastic 
Asbestos Paper and Mill Board 


Welding Electrodes (Celto) 
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You'll find wide acceptance 








@ MICHIGAN LUBRICATORS have 


for these LUBRICATORS 



























earned a reputation for quality and de- 
pendability because of the many years 
they have satisfactorily and economi- 
Why' let this busi- 
ness go elsewhere when it cam be yours 


cally served industry. 


if you only go after it. 


@ We make lubricators for every class of 
service. These are the genuine units as 
formerly manufactured by Michigan Lubrica- 
tor Company. They are made from the same 
patterns and special equipment thus assuring 
perfect interchangeability of all parts even 
those in service for years past. Each type 
has distinctive design features. They feed 
the heaviest oil freely and regularly, even in 
very cold weather. 


@ This organization has had more than 
thirty years’ experience in the manufacture 
of all kinds of brass goods. Every lubricator 
that leaves our plant is thoroughly inspected 
and tested—our guarantee is back of every 
sale you make. Build up this end of your 
business and let Michigan Lubricators help 
you to do it. Write us for the facts. 


ESSEX 


BRASS CORPORATION 
2000-2006 Franklin St. 
DETROIT MICHIG AN 















LUBRICATOR 





"CYCLONE" 


MICHIGAN 
LUBRICATORS 



































































HE surest way for 

cutting corners to 
bigger profits is with the 
Wells Metal Cutting 
Band Saw. 


Cutting—any shape— 
bar, flat, round, angle or 
tube done with ac- 
curacy at high speed. It’s 
a sturdy unit that is port- 


is 











Built in two sizes—No. 8 capacity, 8” diameter 
or 8” x 16” flat; No. 5 capacity, 5” diameter or 
5” x 10” flat. 




















able to any part of the 
plant for production or 
maintenance work. Our 




















Three Rivers — 
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WELLS MFG. CORP. 
Mich. 


latest folder describes 
many other advantages, 
send for it. 
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Guess What! 
(continued from page 33) 











1. No. 1 is right. 
2. No. 3 is right. 
3. Nos. 4 and 5 are both right; 
is usually true. 
4. No. 2 is right. 
5. No. 1 is right; also No. 5. 
6. No. 5 is right. 
7. No. 1 is right. 
8. No. 2 is right. 
9. No. 4 is right. 
No 3 is right. 
. No. 2 is right. 
. No. 1 is right. 
No. 1 is right. 


. No. 4is nearest right. No.3 


| is partially right in that several 


kinds of sweeping compound are 
basically sawdust, with other ma- 
terials added. 

14. No. 2 is right for our pur- 


| 
poses. 


| its own power. 


15. No. 1 is right. It is the tool 
used to remove a tanged drill from 
a sleeve or socket. 

15. No, 2 is exactly right, al- 
though Nos. 3, 4 and 5 are also true 
usually. 

17. No. 2 is exact, although No. 
5 is also true. 

18. No. 4 is exactly right, and 


| No. 2 and No. 3 are also both true. 


IT'S YOUR MOVE! 


The sailor should push the lever. 





Prospecting for Sales 
(continued from page 20) 





plant heat, and the like, Wiss finds 
it economical to produce most of 
Requirements for 
boiler-room supplies will be mini- 
mum for some time to come be- 


| cause the equipment is new. Never- 
theless, the plant will need packing, 


valve supplies, gauge glasses, steam 


| trap parts and similar items right 


along. 
Wiss uses group drives for most 
of its machines. To keep motors 
| small and power efficiency high, 
clutches are used which are slipped 
to take up the heavy starting loads. 
This means that sooner or later 
some supply salesman will sell some 
clutch facings. Ball and_ roller 
bearings are in extensive use. Wiss 
builds quite a lot of its own equip- 
ment, and for this they need stock 
gears, bearings, clutches and other 

parts. 

(Continued on page 117) 
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..... that thrive on punishment! 


It may not be visible to the naked eye but 
that inherent ability to stand up under the 
severest pressures and temperatures is built 
right into each fitting and flange beginning 
with the selection of the billets from which 
they are forged. 


It has taken us twenty-five years to learn 


how. You can buy them in a minute or less. 


HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE KENTUCKY 


Manufacturers of: Drop Forged Steel Valves and Fittings, Ice Making and Refrigerating 
Machinery, Oil Refinery Equipment, Water Tube Boilers, Heat Exchangers 


NEW YORK PHILADELPHIA CLEVELAND CHICAGO CINCINNATI KANSAS CITY DALLAS 
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MILL SUPPLIES 
NEW DIRECTORY ISSUE 


Is Out 


Salesmen, buyers and executives will find this Muid- 
December Directory issue of Mill Supplies an extremely 


valuable buying guide. 


The only reference designed expressly for industrial dis- 
tributors, this directory shows “‘who makes”’ each of the 


wide range of tools, supplies, metals and equipment sold 


through distributors. 


Trade names and manufacturers are classified in special 


sections. 


Keep your copy within reach during 1937. It will answer 


many questions in a hurry. 


MILL 
SUPPLIES 


THE MAGAZINE FOR DISTRIBUTORS AND THEIR SALESMEN 
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One of the things which holds 
workmen in this plant not only for 
lifetimes but also for generations, 
is the care and attention given to 
personnel comfort and safety. The 
water used for grinding is kept at 
body temperature, and the whole 
plant is carefully heated. All this 
—in addition to the fact that proc- 
ess steam is needed throughout the 
plant—means an extensive use of 
traps, valves, and other devices 
which not only control the heat but 
also conserve it. These, of course, 
are part of a maintenance program 
which uses plenty of mill supplies. 

Light is very important to any 
cutlery plant. The grinding and 
polishing rooms are made long and 
narrow in order that the floors will 
be no wider than needed by two 
rows of machines and that all ma- 
chines will be by windows. Lights, 
are important items. 

Window cleaning is a neverend- 
ing operation. The painting pro- 
gram is continuous, too. Paint is 
used in production for coloring the 
handles of some shears. But most 
of the paint bought is white, for 
walls and ceilings, to give high re- 
flections, with minimum glare. The 
painters use brushes and other 
supplies, of course. 

Cleanliness is important to em- 
ployee welfare. This firm operates 
a regular power laundry wheel, to 
clean all of the work clothes and 
to launder the wiping rags. The 
use of sweeping compound is just 
about limited to the offices and 
shipping rooms. But plants of this 
kind make dirt that is tough on 
brushes and brooms. 

Use of exhausting systems, 
hoods, guards, and the like, around 
machines is extensive and is con- 
stantly being increased. More of 
these devices are used to keep dirt 
and dust away from employees than 
to keep employees out of mech- 
anisms, so this subject can be 
treated under the heading of 
“cleanliness.” Constructing and 
maintenance of these guards re- 
quire supplies of sheet metal, wire 
mesh, rivets, bolts, and steel struc- 
tural shapes. 

Wiss maintains a crew of main- 
tenance men. Each of these has 
his own tool kit with wrenches, 
pliers, and other small tools, as 
well as his own bench and vise 
with which to work. And it is 





GET OFF TO A GOOD 
START FOR 1937 


Send 
for these Sales Helps 


@ DESMOND DRESSER AND SIMPLEX VISE CATALOGS 
@ CATALOG SHEETS FOR DISTRIBUTORS' SALESMEN 


@ UP-TO-DATE PRICE LISTS 


There will be a steadily growing 
demand this year for dressers, cut- 
ters and vises. Most industrial plants 
and small shops in your territory will 
be in the market. Be prepared to 


serve them right—and to make good 
profits for yourself—with Desmond 
Wheel Truing Tools (famous for more 
than a quarter century) and Simplex 
Steel Slide Vises. 


DESMOND GRINDING WHEEL DRESSERS 
AND CUTTERS 





Nos. 0, | and 2. 
long wearing bearings and cutters. 


Desmond-Huntington Dressers with 





No. 0 Desmond Cutters 


The only complete line of wheel truing tools. They are guaranteed to give 


your customers complete satisfaction. 


Their widespread reputation will 


help you sell them. 


SIMPLEX STEEL SLIDE VISES 





Stationary Base 


The solid steel slide is an exclusive Simplex feature. 
Vises stronger and more serviceable. 


Swivel Base 


It makes Simplex 


This obvious advantage will be a 


mighty factor in producing sales. 


URBANA, OHIO. 
Dear Sirs: 


COMPANY 

ADDRESS . 

CITY . STATE 
ere 





1937. 
The DESMOND-STEPHAN MFG. Co., 


Please send us, without obligation, copies of your 
catalogs, a supply of catalog sheets, and up-to- 
date price sheets on Desmond Grinding Wheel 
Dressers and Cutters and Simplex Steel Slide Vises. 


SSSSSSSSSSESSSSSSSSSESSEERSSSETTSTS SESE FSET EERE BEES EH, 


Use this Coupon 
or Write us for 
Catalogs, Catalog 
Sheets and Price 
Lists 


C 
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FORGED STEEL 
~ FITTINGS - 


The Watson-Stillman line of Forged Steel Fittings, backed by 
the liberal Watson-Stillman sales policy, is proving a profit 
builder for an increasing number of distributors. 
Watson-Stillman Fittings are well made. They are quality 
products, from rough forging to finished fittings, as proved 
by their satisfactory performance in service. 


Investigate the Watson-Stillman line 





THE WATSON-STILLMAN CO. 


100 ALDENE ROAD, ROSELLE, N. J. 














Sell more hoists 








by offering your 
customers COFFING 


advantages.... 
Left: “CHALLENGER” 


Twin levers, with rope pull, raise 
loads by means of friction grip; 
gravity does the lowering; available 
from '4 to 2 ton capacity. 


Right: Ratchet Lever Hoist 


These Hoists are Light, Compact, 
Powerful, and Portable. Tested to 
one hundred per cent overload. Use 
Straight Ratchet Principle. Avail- 
able in *4, 1%, 3, 4%, and 6 ton 
capacity weighing from 14 to 65 
pounds, 


They have the ability to cut load- 
raising, and load-lowering time and 
reduce costs. Get information on 
the complete line and on our valu- 
able distributor franchise. 


1 | &| COFFING HOIsT COMPANY 
Danville Illinois 


COFFING “besicn’ HOISTS 


SPUR GEAR @® RATCHET LEVER e@ ELECTRIC 
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| these highly experienced, wel] 
| trained mechanics who ask the pur- 
| chasing department for the widest 
| varieties of supplies. The company 
never knows for sure what will be 
needed next. For this firm knows 
that no shop is ever more modern 
_ than the maintenance tools it uses, 





“Advantage In” for 


Syracuse Supply 
(Continued from page 27) 





| to hold his own with borderline 
| competition. Following are cer- 


tain definite things the P. T. C. has 
done to help us in this direction. 
It: 

1. Aids salesmen’s presenta- 
tion. 

2. Interests users in salemen’s 
story. 

3. Dignifies sales approach. 

4. Creates subjects for conver- 
sation. 

5. Provides material which 
tells the story directly, the way 
it should be told. 

6. Creates inquiries for sales- 
men to follow up. 

7. Provides opportunity for 
sales story before purchase. 

8. Prevents arbitrary design 
by prejudiced engineers 

9. Improves interest of our 
salesmen in self-improvement. 

10. Creates demand for addi- 
tional items 

11. Aids us to obtain profitable 
prices 

12. Provides technical aids. 
We have had several inquiries as 

a direct result of P. T. C. adver- 
tising. Without reciting the de- 
tails of these business leads and 
how we handled them let me just 
say this— When any customers 
come to us for aid or information, 
that very act is valued highly and 
you may be sure there are many 
ways of turning such inquiries into 
orders and profits. I am sure this 
is true of every distributor. From 
one such inquiry we opened up 
conversations with the president of 
| a large paper mill and in the course 
| of these conversations we became 
| well acquainted with him, and his 
organization, whereas before we 
had little in common. 

I do not believe that point 8 
above, is generally appreciated. | 
| look to see the P. T. C. expand 

the slogan “Arranged for Modern 
Group Drive,” and should like to 

















see this slogan appear in all cir- 
cular matter and advertising of all 
machinery manufacturers whose 
equipment can in any manner be 
adapted to modern group drive. 

In an independent survey, 288 
active distributors reported on the 
benefits of the P. T. C. program. 
Increased sales effort on power 
transmission lines has increased the 
number of lines handled among 87 
per cent of the distributors re- 
porting increased business. The 
percentage of distributors adding 
the following new lines is as fol- 
lows: 


V-belts and Sheaves......... 38% 
oh” 14% 
Motors and Controls......... 17% 
Speed Reducers .............. 14% 
Pivoted Motor Base Drives. ..28% 
Variable Speed Drives....... 22% 
WE SIND os xince bine bce de 6% 
Anti-Friction Bearings ...... 1% 
NN MU 5 org io ig. oles erage 21% 


EE osc ass aaa ore ainete 4% 

Of course, up in Syracuse, none 
of these lines could be classified as 
new ones with us. They are all a 
part of the power transmission 
equipment field and have a very 
definite place in the picture. It is 
my view; however, that the P. T. C. 
has intensified interest in these 
lines. Its educational program has 
assisted in the proper development 
of all of them—the standard of 
comparison, however, for all types 
of drives, so far as the distributor 
is concerned, remains the Modern 
Group Drive. 





Manhattan Opens San Francisco 
Branch and Warehouse 

The Manhattan Rubber Mfg. 
Division of Raybestos-Manhattan, 
Inc., Passaic, N. J., is opening a 
new West Coast branch office and 
warehouse to be located at 778 
Brannan Street, San 
Cal. 

This latest addition to Manhat- 
tan’s distribution and service sys- 
tem will be under the capable man- 
agernent of A. R. Bradshaw, who 
represented Manhattan on the Pa- 
cific Coast for many years. 

All standard brands of Manhat- 
tan hose and belting will be car- 
ried in stock at the new ware- 
house, permitting Manhattan to 
take care of the growing demands 
of the West Coast. 


Francisco, 


THE GREATEST DRILL PRESS 


With motor pulley 
and belt, but 
without 




















Here’s one of the biggest sales op- 
portunities in years for the indus- 
trial supply field. The new Delta 
17-inch Drill Press offers all the 
features that won instant recogni- 
tion for the smaller Delta Drill 
Presses plus many others. It is 
the finest tool of its kind ever 
offered at such a moderate price. 
There is nothing quite like it on 
the market today—at any price. 
Get the complete descriptive lit- 
erature. See the drill press itself. 
Check its many splendid points. 
Then call it to the attention of 
production superintendents and 
shop foremen. 


Engineered for Production 


Five Speeds: (385, 600, 935, 1450, 


2240 R.P.M.) Floating Drive: 
Preloaded double-seal ball bear- 
ings: 16-tooth splined spindle: 
Table-raising gear: Head-raising 
gear: Tilting or production table: 
Completely enclosed belt: Safety 
spring wind: Foot power feed. 
Separate drill press heads avail- 


able. Write for full details and 
complete descriptive literature. 
Overall dimensions 66” high; 18” 
wide; 27” front to rear. Tilting 
table 11” by 12”. Production 
table 124” by 17” surface. Floor 
base 10” by 133” table surface. 
Shipping weight 450 lbs. 


DELTA MFG. COMPANY 


616 E. Vienna Avenue, 
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1. Sheet Grappling Device 

Illustrated is the Mansaver sheet 
grab, to be used for stacking 
palette loads, crates, copper and 
corrugated, as well as light and 
heavy gage steel sheets. This 
grappling device is supplied for 
either hand or motor operation. 
Thought has been given to problems 
of low headroom, and use of the 
device is possible in low ceilinged 
rooms and in box cars, in addition 
to large open warehouses. It is 
usually furnished with width of 
sheets varying two to one. This 
range can be increased if necessary. 
The illustration shows a single sus- 
pension grab, but two suspension 
may also be supplied and, if head- 
room is especially important, the 
device may be had with sheaves 
built in as a fixed part of the crane. 
Primary buying officials to be con- 
tacted when introducing this prod- 
uct are plant managers, superin- 
tendents and master mechanics.— 
J. B. Sales Company, New Haven, 
Connecticut.—MILL SUPPLIES, Jan- 
uary, 1937. 


2. Rod Straightener and 
Shearer 


Both labor and materials are 
saved through use of this improved 
rod straightener and shearer, de- 
signed for the reclamation of rods, 
bolts, wire and nails. Made in all 
sizes, the smallest being a hand op- 
erated model with maximum ¢a- 
pacity of 4-inch rods, the largest 
being operated by compressed air 
and having a capacity of 24-inch 
rods. Straightening mechanism is 
composed of manganese steel dies 
which close as a contracting square 
on the rod or bar and deliver an 
impact on four’ sides’ simul- 
taneously. Operation is controlled 
and the force of the blow is regu- 
lated by a hand lever which actuates 
the air throttle valve. Gagger at- 
tachment is obtainable on several 
models. Construction of cast steel 
is used throughout with the ex- 
ception of cylinder parts which are 





cast iron. May be operated as 
rapidly as workman is able to feed 
in stock. Primary buying officials 
to be contacted when introducing 
this product are purchasing agent, 
plant manager, chief engineer.— 
The American Foundry Equipment 
Company, Mishawaka, Indiana.— 
MILL SUPPLIES, January, 1937. 


3. Open Ratchet Threader 


Advantages offered by this 
ratchet threader are oil holes in 
the die heads for easy oiling and 
chip clearance, dies square in shape 
with no breakable offsets, dies can 
be inverted for threading close to 
walls, dies easily removed for re- 
sharpening. Open ratchet construc- 
tion permits a lower manufactur- 
ing cost, but where ratchet tools 
are to be used under hazardous 
conditions, such as on_ ladders, 
scaffolding, derricks, etc., the manu- 
facturer recommends that a fully 
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enclosed model of safer type be 
used. Available for right- or left- 
handed operators, in American 
Briggs or British Whitworth 
standards, straight thread Amer- 
ican conduit dies 4-inch and }-inch, 
Boston brass tubing, ?-inch O.D. 
20-thread, adjustable bolt dies 
and dieheads }-inch to 1-inch by 
16ths, USS or SAE. Vanadium 
alloy steel dies are used in con- 
struction, with ratchet and die- 
heads made of unbreakable slow- 
annealed air furnace malleable iron, 
pressed steel caps, rust-proof finish. 
Primary buying officials to be con- 
tacted when introducing this prod- 
uct are plant manager, purchasing 
agent, superintendent, maintenance 
superintendent, foreman, chief en- 
gineer, master mechanic, superin- 
tendent of buildings and grounds, 
pipe shop superintendent and elec- 
trical department superintendent. 
—Beaver Pipe Tools, Incorporated, 
Warren, Ohio.—MILL  SUPPLIEs, 
January, 1937. 


4. Soft-Faced Hammer 


A line of soft-faced hammers for 
working on fine finished surfaces 
will be found useful in fitting bush- 
ings, pins and in similar work 
where the surface must not be 
marred or scratched. Tips are of a 
tough, amber colored composition 
that will not shatter, chip or break, 
and are removable for replacement 
when worn. Three sizes available: 
1}-ounces, 4-pound and _ 1-pound. 


Hammers are properly balanced 
and the hickory handle is securely 
locked in the head. Primary buying 
officials to be contacted when intro- 
ducing this product are plant man- 
ager, purchasing agent, superin- 
tendent, maintenance superinten- 
dent and master mechanic.—The 
Bonney Forge and Tool Works, 
Allentown, Pennsylvania.— MILL 
SUPPLIES, January, 1937. 
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Only an 
Unbreakable 


Steel Back 


Alloy 
Steel 


Genuine 18% 
Tungsten High 
Speed Steel 


ean assure full life 


from 2 High Speed Steel Edge 


Because it is hard and wear-resisting, genuine High Speed Steel makes the finest 
cutting edge—fastest cutting, longest lived. But because it is hard, high speed 
steel is relatively britthke—though best for the teeth, it is ill suited as a backing 
for the teeth, since the backing must be non-brittle to withstand the strains and 
shocks of tensioning, reversing and feed load, without breaking. Only MARVEL 
High-Speed-Edge offers the “perfect ideal”—the only hack saw blade with genuine 
high speed steel tooth edge integrally welded to a tough, non-brittle, non-break- 
able, chrome-vanadium steel back or body. Only by standardizing on MARVEL 
can you be sure to get full life and genuine high speed efficiency. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 


CHICAGO, U. S. A. 


Patented 
Electric 
Weld 


356 N. Francisco Ave. 












HOIST SAFELY 
wich AL-LITE SAFETY HOISTS 


MADE OF 


ALCOA ALUMINUM ALLOY 


WITH PATENTED 


SAFETY OVERLOAD GOVERNOR 


@A high speed, spur geared, ball bearing 
hoist for all hoisting applications. 

@ Extreme light weight makes it particularly 
suited to maintenance work or any service 
where hoist must be carried about frequently. 

@ One-third to one-half lighter than ordinary 
hoists. 

@ Weatherproof for outside service. 

@ The only REAL SAFETY HOIST with a 
device which actually warns against danger- 
ous, excessive overloads, and protects work- 
men against accidents. 

@ Costs no more than ordinary hoists. 


APPLY FOR BULLETIN NO. 114 


Chisholm-Moore Hoist Corp. 


{Division of Columbus-McKinnon Chain Corp.} 


TONAWANDA, N. Y. 
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5. Belt Grip Fluid 


Belting may be run with greatly 


increased slack and considerable 
power consequently saved through 
use of this belt grip treatment. The 
action of this thin liquid is to pene- 


| trate into the fibers of the belt, 





lubricating and preserving them, 





adding to the life of the belt as 
well as improving its efficiency. On 
leather or fabric belting the treat- 
ment is absorbed almost instantly 
and the heat of running an ordi- 
nary belt gradually draws the belt 
grip to the surface so that slipping 
is fully eliminated. Available in 3- 
and 5-gallon wood jacketed cans, 
and in fauceted steel drums of 10, 
33 and 55-gallon sizes. Primary 
buying officials to be contacted when 
introducing this product are plant 
manager, purchasing agent and 
chief engineer. —G. A, Hosmer 
Company, Buffalo, New York. — 
MILL SUPPLIES, January, 1937. 


6. Hood Respirator 


This hood respirator is designed 
for use in occupations where there 
is a fume or dust hazard. Cover- 
ing the head and neck fully, it pro- 
vides complete protection where 
ventilation is inadequate, or against 
materials present in the air harm- 
ful to eyes, ears or respiratory 
organs. Air flows into the hood 























through an efficient filter, diffuses 
throughout and, flowing out 
through the opening provided for 
vision, prevents outside atmosphere 
from approaching the eyes or en- 
tering the hood. The entire unit is 
composed of a light weight head- 
gear, air filter and air hose which 
is connected to the air line with a 





special quick detachable connection 
and a light weight sanitary flame- 
proofed hood which is supported by 
the headgear. Hood, which is 
fastened around the neck with a 
draw string, is inexpensive and 
may be replaced economically when 
it becomes soiled. The air hose, 
which requires a pressure of 10 to 
40 pounds in order to supply suffi- 
cient breathing air and maintain 
outward flow through the vision 
opening, 
so that the operator can leave the 
working area without removing the 
hood. Primary buying officials to 
be contacted in introducing this 
product are plant manager, pur- 
chasing agent, superintendent, fore- 
man and master mechanic.—The 
DeVilbiss Company, Toledo, Ohio. 
—MILL SUPPLIES, January, 1937. 


Demountable Rim Sheave 


Designed to include two im- 
portant features not previously 
found in regular stock sheaves, the | 


DR demountable rim type sheave | 


consists of a hub on which can be 
mounted rims of varying diameters 
and number of grooves. Rims can 
be mounted in four different posi- 
tions so that the hub can be ap- 





proximately central or have vary-| 
ing amounts of offset as required. | 
These features make this sheave | 
particularly suitable for installa- 
tions requiring occasional speed or 
horsepower variations. The hub is| 
mounted permanently on the mo-| 





may be detached quickly | 





PULLEYS 
by WOOD'S 


Large, medium and 
small Pulleys . . . 
Solid, split, step- 
cone tapered, 
flanged Pulleys . . . 
Tight, loose, narrow 
or wide face Pulleys 
Ball, bronze, ‘s 
Babbitt Bearing Pul- 
leys . . . Cork insert 








face Pulleys . . . 
they're all available 
for prompt delivery 
—they all sell readily 
and profitably. (And 
there’s still some 
yood territory open 
to live distributors. ) 


od Vs me (8), 
for Service! 



























Split-arm 


Cast Iron Pulley 


SOLID CAST IRON PULLEY 








WOOD'S PRODUCTS 


Shafting, Hangers, Collars, Pulleys, 





'V" Belt Sheaves and complete ' 


Friction 


Clutches, Ball Bearings, Flexible Couplings, Rope 
| Sheaves, Pillow Blocks, Belt Ccatactors, "'V 


* Belts, 


'V" Belt yn 

















50 Church Street 
New York City 





T. B. WOOD‘S SONS CO. 


CHAMBERSBURG, PA. 


MEMBER: The Mechanical Power Engineering Associates 


Taper Cone Cast Iron Pulley 


Step-Cone Pulley 


387-391 Atlantic Ave. 
Boston 
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WINTER 
TAPS» DIES 


OFFER DISTRIBUTORS 


Threading tools of DEPENDABLE 
performance for which there is an 
outstanding customer preference. 
This consumer preference has built 
and continues to build profitable 
and repeat business for distribu- 
tors handling the WINTER 
BROTHERS line. Why not write 
for full particulars? 














INTER BROT HERS a 








WRENTHAM, MASS. 
TAP AND DIE DIVISION 


THE NATIONAL TWIST DRILL & TOOL COMPANY, DETROIT, MICH. 











See Those 
Steel Binder Bars? 


GO% of the 


Leading Supply 





Distributors 
An exclusive patent- 
ed feature of Safety Now Stock 
Belt Hooks These 
Hooks 





“SE 


Our concentrated 
and widened drive 
on the consumer 
during 1937 may reduce 
the belt hook business of 
those dealers not handling 
Safety. Is it good business 
to be without a leading item 
your best 


’ eall for? 
NO WASTE (xcSsstican) @ ee ee 


Bldg. Toledo, Ohio 





Many 
Industrial 
Leaders Have 
Standardized on 


Saflrety 


RES US PAT OFF 


BELT HOOKS 





customer may 


Factories 
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tor, engine or machine shaft and 
rims can be changed as often as 
required. The selected range of 
diameters and number of grooves 
for “C” and “D” belts will take 
care of most requirements.—Dodge 
Manufacturing Corporation, Mish- 
awaka, Indiana.—MILL SUPPLIgs, 
January, 1937. 


8. Interference Filter 


Installing this efficient unit be- 
tween the primary of the ignition 


| transformer and remainder of the 


oil burner wiring keeps ignition 
interference off the power system 
without in any way affecting the 
operation of the burner. Thus, 
radio interference during the igni- 





tion period of the electrically ig- 
nited oil burner is eliminated. Con- 
tained in a standard cut-out cab- 
inet 6” by 6” by 3”, the filter con- 
forms to rigid electric wiring reg- 
wlations surrounding oil burner 
installation. Primary buying offi- 
cials to be contacted when introduc- 
ing this product are maintenance 
superintendent, chief engineer and 
master mechanic.—Tobe Deutsch- 
mann Corporation, Canton, Massa- 
chusetts.—MILL SUPPLIES, Janu- 
ary, 1937. 


9. Roller-Bearing Pillow 
Block 


A special roller bearing pillow 
block has been developed for serv- 
ice involving heavy end thrust in 
addition to the radial load. A 
separate heavy duty ball bearing 
to take the thrust loads is included 
as an integral part of the assembly. 
Arrangement of the bearings is 
such that the entire radial load is 
taken by the roller bearing, while 
all the forces tending to displace 
the shaft axially are borne by the 
ball bearing. A spherical housing 
construction providing  self-align- 
ment is also a feature of the de- 
sign. The housing is of the two- 
part type, which simplifies assem- 
bly. It is oil-tight and equipped 
with a levelling device for lubrica- 
tion. The roller bearing itself is of 
the special type recently developed 
in which an increasing number of 
























































































Wherever Gas, Oi 
. Oil or 
* es 
tak Air L Are Used 
‘ake ir Lines Are Use 
lish- No. 62-F Union 
me IMP ERIAL 
TUBE FITTINGS No. 41-F Union Nut 
N PLANT equipment or in machine = construction, 
be- wherever tubing is used for oil, gasoline or air lines, all 
tion solid rolls are incorporated, thus Sais Ge a ee ee 
se < and size is inclu n this fast selling line. 
the giving greatest possible load capac- 
: ; : ’ igre oe No. 68-F Connection 
tion ity. ay buying officials to be Wide Range and Heavy Demand 
tem contacts m introducing this prod- Compression, S.A.E., Hi-Duty, solder, inverted flare, and 
the uct are plant manager, purchasing other types are obtainable. For machine-tool operation, 
1us, age nt, maintenance superintendent einias Ge oe = automobiles, trucks, airplanes, etc., 
. . e n . > 
rni- and chief engineer—Fafnir Bear- a Me. 48-F Half Unies 
ing Company, New Britain, Con- 
cra SUPPLIES, January, Imperial Hi-Duty Couplings 
Jol, Prevent Breakdowns 
r Where special provision is required to tak 
10. Wrench Set vibration, and ssovent bosnteun the PD 
EI Hi-Duty line is a popular “trouble-shooter.” 
‘lev Kr " . on Increased strains due to high speed operation 
even Holo Krome spring tem continually broaden the market for this eepeine 
pered socket screw wrenches are type. 
——- Bs = new wrench set Write for Industrial Catalog 113 
No. ; renches fit all “Hex” 
ig- type set screws from No. 8 to l-inch | | M P E R I A L B R A S S 
n- 
m MFG. CO. 
.. 511 S. Racine Ave., CHICAGO 
z- 
er — — ae 
ffi- 
Ta | 
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h- 
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u- | 
; —your prospect needs. If we aren't 
diameter and cap screws from No, 8 already making a crane that fits the 
to f-inch diameter as well as all requirements like a glove, we'll see 
sizes of stripper bolts. The box is of about building it special! 


compact heavy guage metal, 6} by 


R & M electric cranes are made in 


. 4} by } inches, reinforced corners le 
2 DY} s, rners ‘ 
n , . - é 6 all the usual types—electric travelin 
N snap cover with regular hinges, gf a ; : 
idi ‘ cranes up to 10-ton capacity; wall- 
providing a place for each wrench ji 
g and fitti s i] bracket, under-hung, and mast-jib 
F and fitting into any tool box. Th waes enh tines eam al ete 
Primary buying officials to be con- { | bind . 
; tacted when introducing this prod- TL 
: uct are purchasing agent, mainten- RSS Industry is replacing obsolete equip- 
: ance superintendent, foreman, chief ARS ment now with modern R & M instal- 
: engineer, master mechanic and de- Lf lations. So . 
sign engineer.—Holo-Krome Screw s== == , fi , 
; Corporati Har ‘ .  S«s= You get the inquiry—and we'll 
. poration, artford, Connecti- help you close it! 


cut.— MILL SUPPLIES, January, 


J 927 — w 
5 1937, - & WRITE FOR BULLETIN 5091. 
onan IT 1S FULL OF CRANE IN- 


. rs FORMATION: SHOWS MODEL 
Il. Light Weight Welder R & M 5-Ton Electric Traveling Crane INSTALLATIONS, ETC. 


A low priced practical A.C. 
welder comes in four models from a Oo a 4 | N S & M Y E aq S 
JO amperes to 300 amperes ca- 
pacity, This welder is lighter in ‘ ees ee 


eigt ‘ st. ar ’ oa . 
Weight than standard welders, due Sold Through Mill Supply Houses Everywhere 





Hoist and Crane Division 
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BIG MARKET 
FOR DEMING 
TURBINES 


A rapidly increasing number of 
industrial plants are installing 
Deming Deep Well Turbine Pumps 
to own their water supply and cut 
down water costs from 25% to 75%. 
Here is an excellent profit-opportunity 
for Distributors of Deming Pumps! 
... Plenty of performance facts are 
available to help you sell Deming 
Turbine Pumps. Important fea- 
tures include water lubrication and 
adjustable impeller clearance. Cutless 
rubber bearings and polished stain- 
less steel bearing sleeves contribute 
to the highly successful perform- 
ance of Deming water lubricated 
Turbine Pumps. A Deming repre- 
sentative will give you complete de- 


tails. W rite for descriptive catalogs. 


THE DEMING COMPANY 
SALEM 26 OH | O 


>a $$ 





INDUSTRY NEEDS 


DEMING 
PUMPS 
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| 
| 
| 
| 
| 
| 
| 


| ment. 


| tinctly 


| purchasing agent, 


to wood construction of cabinets | 
and the arrangement of the am- | 
perage control, there being only 10 | 
controls in the two models and 16 | 
in the other two, while standard | 
welders have 27 and 36 controls. | 
The device is the specially designed | 
transformer type but without re- | 
actance control, static high fre- | 
quency arc or sheet metal attach- | 
It has the same insulation 
thickness and same temperature 


nips 





rise as standard models, and is as 
safe and easy to operate. Each is 
equipped with rotating knife 
switch control with amperage dis- 
marked indicating each 
step in welding. Primary buying 
officials to be contacted in introduc- 
ing this product are plant manager, | 
superintendent 
and maintenance superintendent.— 
Giant Grip Manufacturing Com- 
pany, Oshkosh, Wisconsin.—MILL 
SUPPLIES, January, 1937. 


12. Air Control for Tapping 


To further increase the sensi- 
tivity and accuracy of Haskins 
tappers and to decrease operator | 
fatigue, the feature of air control | 
has been developed. These tapping 
machines are operated by means of 
an electric motor, the tapping oper- 


| ation being controlled through a 


| by 


foot pedal. Pressure on the pedal is 
transmitted through a safety pull 
spring to the tap head, providing 
unusual sensitivity. With the new 
development, a unit known as the 
air cylinder operates the foot pedal 
means of an air operated | 
plunger. This unit is under con- | 
trol of a foot operated valve which | 


| is connected to a source of com- | 


pressed air and which regulates | 
the amount of pressure delivered | 
to the air cylinder. Air control is 


said to provide results in greater | 


accuracy, longer tap life, less tap 
breakage and a reduction of tap- 
ping costs because of greater net 
production. Primary buying offi- 
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POWER KING 
POWER BOY 
BADGER CAR MOVER 
NEW BADGER CAR f 

MOVER i 
ADVANCE SAFETY i 
CAR WRENCHES , 











1. Look at an 
list of tools! 


2. Investigate! 


3. Then sell, 
sell, sell! 


ADVANCE is quite a 
name in many places | 
where they move cars. : 
THE REASON, Advance > % 
does the job and stays on 
the job most satisfactorily. 
THE RESULT, more sales } fey 
for you of this type of F 
tool. 





When you sell ADVANCE} 
car moving tools you offer jy sao 
speed, safety, and econ- g A 
omy. All three of these [>* 
sales arguments back you # 
up to the fullest extent. F 
Distributors who have had ff 
experience with the Ad- |) 
vance line know they in- 
sure customer  satisfac- 
tion. Here is exact'y the 
quality in which seller and 
buyer can have complete 
confidence. 


( 








Write for full details—the 
profit possibilities will in- 


terest you. ; 
ADVANCE /MA 


CAR MOVER 


COMPANY 


APPLETON 
WISCONSIN 


Canadian Factory / 


Canadian Advance 
Car Mover Co., Welland, Ont., Canada 


f 


Jf 
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SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP SCOOP 





fa 








COOP SCOOP SCOOP SCOOP SCOOP 


Do You 


KNOW WHAT 
THIS 18? 





IT’S THE 


SHOVEL- 
BARROW! 


It’s part scoop—part shovel 


—part wheelbarrow and it’s 
“scooping” the country! 
It’s one piece of equipment 
that does the work of three 
and does it cheaper, easier, 
better and in one-fifth the 
time! 


First dealers in a territory 
are due to get the cream 
of the business! Be FIRST! 
Cash in on this amazing 
new time-and-labor saving 
device! Every industrial 
plant and factory is a per- 
fect prospect! 


Write today, now, for com- 
plete descriptive material. 
Several Distributors Con- 
tracts are still available! 


THE SHOVEL-BARROW COMPANY 


80 E. Jackson Boulevard Dept. N-15 


Chicago, Hlinois 


COOP SCOOP SCOOP SCOOP SCOO 


ho) 


1009S d00)S dOODS d00IS dOODS dOODS dOOIS dOOIS dOOIS dOOIS dOOIS dOOIS dOOIS dOOIS dOODS dOOIS dOOIS dOOIS dOOIS dOODS dOOds 


"« 





cials to be contacted in introduc:ng 


this product are plant manager, 
purchasing agent, superintendent, 
chief engineer, master mechanic.— 
The R. G. Haskins Company, Chi- 
cago, Illinois. MILL SUPPLIES, 
January, 1937. 





13. Swivel Box Connector 


A familiar problem of electrical 


manufacturers, that of tightening | § 


the angle of cable connectors after 
installation, is said to be elimin- 
ated through use of the new swivel 





that permits adjustment from out- 

side the transformer or other prod- | 
uct to which it is attached. The |§ 
body of the connector rotates | 
on a swivel, the threaded shank re- | j 
maining rigid. It is set at the de- | 


sired angle by means of a set screw 


outside the box, which takes the | 
strain that otherwise would be on | 
the locknut inside the box, thus | 


preventing the latter from loosen- 
ing. The set screw is readily ac- 
cessible for instant adjustment. 
Primary buying officials to be con- 
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QUALITY 
WRENCHES 


COES GENUINE 

SCREW WRENCH 

“Knife Handle” 
Number 92 


MICA 


SPRINGFIELD, MASS. 


SOL0 BY LEADING DISTRIBUTORS 












2621 
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@ If you have leaking 


joints apply Key - Tite 
now to avoid real losses 
and perhaps new parts 
later. It's the only sure 
cure for leaks at screw 
thread and gasket joints 
on gas, 


water, steam, 


compressed air lines, etc. 


Key-Tite is 
waterproof and as a 
and 


filler it seals the worst 


absolutely 


plaster lubricant 


joints with ease since it 


is not quick hardening. 


Available through rep- 
utable jobbers 


where or write us for a 


every- 


test sample. 





McCasland Ave., East St. Louis, Ill. 


| tacted in introducing this product 
|are purchasing agent and master 
mechanic.—The Kwikon Company, 
664 West Jackson Boulevard, Chi- 

| cago, Illinois. — MILL SUPPLIES, 
January, 1937. 


| 
| 
|14. Stock Handling Cart 
| This stock handling cart was 
designed to speed up order filling 
|| and to eliminate much of the tim 
|| and trouble connected with stock- 
| keeping and stock handling. Cart 
| is 32 inches high, 30 inches long 





pert #2 





and 16 inches wide. 
permits its use in aisles between 
storage bins. Cart is equipped 


with four large rubber-tired cas- | 


ters, front casters 
The two shelves are 
deep. Another shelf may be added 
if desired. Finish is green enamel. 
Primary buying officials to be con- 
tacted in introducing this product 
are purchasing agent, superin- 
tendent master mechanic and chief 
stock keeper.—Lyon Metal Prod- 
ucts, Ine., Aurora, Illinois ——MILL 
SUPPLIES, January, 1937. 


being swivel. 


15. Corrosion Resistant 
Specialties 


Two new products designed to 
meet corrosive problems in a vari- 


ety of plants where acid, alkali and | 


other corrosive agents are en- 
countered have just been announced 


by manufacturers. One of these is | 


a Monel caster for trucks, hampers 


and wheeled conveyors of all kinds. | 


Available in both the stationery 
and swivel roller type, it is adapted 
to use in chemical, processing 


plants, laundries, dry cleaning and | 


similar establishments where the 
corrosive materials are liable to 
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Handy size | 


three inches | 








| r 


Complete Safety 


Low cosT! 





| 





Sherman Pressure 
Relief Valves are 
sold at the lowest 
price of any safety 
device offering the 
same measure of 
protection. 





| © This relief valve sets a new standard—it 
offers maximum safety at minimum cost. The 
| spring type of design, with fewest possible 
| parts, combines great simplicity with de- 
| pendable action. Remember—these valves 
are built for safety, not for price. They will 
not fail in emergency. Yet they will easily 
| compete in price with any valves offering the 
same protection. 


@ Descriptive circulars and fur- 
ther details will gladly be sent 
on request. 


Sold thru Jobbers 


H. B. SHERMAN MFG. CO. 


| BATTLE CREEK MICHIGAN 














KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


Cost is only $1.00 
J per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supp'y 
business. It has been a constructive 
force in the development of dis- 
| tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, et-. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 








| 

















MEANS 
A REGULAR MARK-UP 


Because of the reputation for qual- 
ity that has surrounded the C & L 
name for years, this company can 
suggest resale prices on mechanics’ 
grade tools that give the distributor 
a regular mark-up— an assured 
profit on every sale. C & L torches 
are nationally known. They sell 
and stay sold—because they give 
dependable service. 

An important model in the C & L 
line is the 325 heavy-duty torch. 
This popular tool has gained wide 
popularity in the industrial distri- 
bution trade. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 


Makers of world’s largest-selling firepots 


Salesmen— 


Business 1s 
readily de- 
veloped for 


BRASS 
BRONZE 


Copper 
Everdur 
Monel 
Stainless 


Bolts - Nuts - Screws 
and Washers 


Hex. Hd. Cap Screws 
Flat Hd. Cap Screws 
Machine Bolts 

Lag Screws 























Carriage Bolts 
Set Screws 
Studs 
Washers 
Dozens of Other Items 


Large, complete Harper stocks enable 
you to provide immediate shipment on 
all standard items. Prompt service on 
special orders. Prices that are right. 
A liberal profit margin. 


Write for Complete Catalog 


The H. M. HARPER CO. 


2622 Fletcher St. 


a 





Chicago, Ill. | 





spill over on the floor. Metal parts 
of the caster are entirely of Monel, 
including bearings, shaft and 
spacers. Wheels are of a special 
rubber composition. The second 
piece of equipment is designed for 
use in similar plants and is a spe- 
cial adaption of an earlier piece 


of equipment. This is the White- | 
head graduated type Monel pail, 
now made available in standard 


sizes of 12, 14 and 16 quarts. Its 
development follows the general 
acceptance of the non-graduated 
type of Monel pail which has been 


, on the market for several years. 


16. Extractor and Dryer 


New centrifugal oil extractors 
and dryers for the recovery of used 
cutting oil from saturated chips 
are said to accomplish a 90% cut 
in oil expenses. Owing to rela- 
tively free ex- 


underconstruction, 





cellent balance, flexible direct drive 
shaft (which may be extended if 
desired) this separator easily 
adaptable for plain centrifugal 
operations such as dehydrating, 
separating free liquid from solids, 
ete. The base, column, curb and 
drum, improved for rigid assembly, 
are cast of semi-steel with heavy 
cross section. The spindle gear box 
is well designed, heavily cast with 
ball base to pivot and oscillate in a 


1S 


socket on the machine base. Spiral | 
gears of nickel steel, heat treated | 


and accurately ground, run in oil 
totally enclosed within the spindle 
gear box unit. Exclusive features 
are the outboard, horizontal motor 
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with Triple Pay-off 
for Distributors 


|) ISTRIBUTOR inventories seldom un- 

cover old stocks of Bond Truck 
Casters. They move out fast through many 
channels. There is scarcely an American 
which leaders have 


industry in 


not 
strength of these 
casters under material handling equipment. 

The Bond line of truck casters in your 
line of mill supplies pays-off three ways. 
First, truck 


customers 


put 


smoothness and 


these are known 


Bond’s 
industrial 


casters to 


your through consist- 


ent advertising in magazines. 


second, Bond builds a caster for every 
fill order. 
Third, Bond protects the distributor with 
a fair profit-margin. Write today for our 
jobber proposition, 


purpose, to properly every 


BOND FOUNDRY 
MANHEIM, 


& MACHINE CO. 
LANC. CO., PA 


PHILA. OFF L4 

Oly ARCH 
N.Y.C. OFFIC 
30 CHURCH 81 


sl 


Bond 23-A 
Series Truck 
Caster 
(Patented 


TTING 
: FAST 


pow! 
N : i 
MACHINE PING 


BOND 








SURE-GRIP 
HOSE CLAMPS 


Will hold 
any 
pressure 
the hose 
will 
stand 


Your custom- 
ers can use 
Sure-Grips on 
the products 
they make as well as for plant maintenance. 
More than 100 sizes to fit every type and 
size of hose—water, steam, air, tank connec- 
tions, etc. 


Sell Sure-Grips with absolute confidence of 
100% service. Galvanized after machining, 
there are no raw edges to corrode. 


Sold only through jobbing 


channels, Write for prices. 


J. R. CLANCY, Inc. 
SYRACUSE, N. Y. 








Better ResuLtts 


Experienced help does faster 
work and the novice does better 
work with Gardiner Flux-Filled 
Solder 
ro 
cause of 
its high 
quality 
and uni- 
formity. 

Furn- 
ished with 
acidor 
rosincores 
in various 
alloys and 
gauges. 
Sells for 
less than ordinary and "nameless" 
solders. 








For Sale in 1, 5 and 
20 Pound Spools. 


Gardiner also produces a com- 
plete line of bar, solid wire, drop 
and pellet solders and babbitts. 


Write for prices and complete 
information. 








Ra 
—> 





&. 
— © lardiner 

HF 6c, 

4833 So. Campbell Ave., Chicago, Ill. 
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drive, without belts, through a 
compensating shaft, light remov- 
able pans with and without the 
center sleeve post, oil filtering at- 
tachment with all known safety 
features and a pan cover lifting 
device. Primary buying officials to 
be contacted in introducing this 
product are plant manager, pur- 
chasing agent, superintendent and 
chief engineer.—National Separ- 





| ator Company, Worcester, Massa- | 


chusetts.—MILL SUPPLIES, 
ary, 1937. 


Janu- 


17. Battery Replacement Unit 

















Signaling systems for private 
telephones, impulse clocks, bells 
and fire alarms, which usually 


operate from batteries, may now 
be operated from AC without bat- 
teries and chargers by using this 
battery replacement unit. This de- 
vice furnishes stabilized DC power 
having electrical characteristics 
appropriate for the best operation 
of the equipment connected to it. 
May be operated 24 hours a day 
and supply power for years with- 
out attention. There are no liquids 
or moving parts to require atten- 
tion and no maintenance is needed. 
The conversion of AC to DC is ac- 
complished 
of the copper oxide, dry disc type. 
Primary buying officials to be con- 
tacted when introducing this prod- 
uct are plant manager, purchasing 
agent and maintenance superin- 
tendent.—Raytheon Manufacturing 


| Company, Waltham, Massachusetts. 


—MILL SUPPLIES, January, 1937. 


18. Mitre Box 


Illustrated is a new, sturdy, easy- 
to-use mitre box for cutting metal 
trim, metal mouldings and similar 
work. Attractively finished in light 
blue, orange and aluminum color, 


| this mitre box has a special saw 


frame with a high quality hack saw 
blade, 24 inches by 1 inch, with 24 
teeth to the inch. Swivels, up- 
rights, legs and saw guides are 
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| 


with rectifying units | 














No. 


lenses. Side si 


310 Goggle. 50mm. hield 
leather, perforated = for 


ot flexible 
ventilation. 


CESCO 


GOGGLES AND 
SPECTACLES 


are great friend-makers for the 
alert mill supply man. There's 
a vast amount of difference in 
the comfort that eyes can enjoy 
due to the design and make of 
a goggle or spectacle. The dif- 
ference is an asset to the CESCO 
wearer and the CESCO dealer. 


CHICAGO EYE SHIELD CO. 


CHICAGO 


2329 Warren Bivd. 





No. 301 Spectacle. Standard type, for work 
not requiring side shields. 50mm 


lenses. 














OTTEMILLER 


ORDERS 
every day! 


@ Some plant in your territory is putting 
through a purchase order for cap screws, set 
screws, coupling bolts, or studs, every day. 


Why not turn this flow of business to your 


| house? 


| The OTTEMILLER line of milled screw ma- 


chine parts is complete for practically all pur- 
poses, and it provides such dependable quality 
that many plants have standardized on this 
one source. 


| Distributors profit by the steady repeat busi- 


| ness on Ottemiller’s products. 


Ottemiller's 


| distributor service is of the best. 








The Wm. H. 


OTTEMILLER co. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 














—— ——— -—— 


fasier.... BAR 
STOCK Handling 


CHICAGO RAWHIDE 





LANSING BAR IRON TRUCK 





i 


made of malleable iron. 
ler bearings in each saw guide 
assure smooth saw action. Auto- 
matic saw guide catches hold the 


Two rol- 





saw action above work, leaving 


| both hands free to place work in| 
| 


|position. Depth capacity is 44} 
pag lee ok — a inches, width capacity at right 
confine of ete bats, pice |angles is 94 inches and at 45°} 
angles, etc. Has 4-inch channel angle 64 inches. Primary buy-| 


iron frame, 8-inch easy running 

casters, strong sturdy 14” cen- 
ter wheels with 3” face. All 
with Hyatt Roller Bearings. It 
will pay you to learn complete 
details—and costs. Ask for 


ing officials to be contacted in 
introducing this product are plant 


manager, purchasing agent, super- | 


intendent and foreman.—The Stan- 
ley Rule and Level Plant, New Brit- 





ci 2 — 
for Industrial Use 





ica atcomstion (aim, Connectieut—Mn SUPPLIES, Sell Mechanical 
ONE OF MANY LANSING TRUCKS Leathers 
r : . 
LANSING COMPANY 19. Light Duty Drill It is impractical if not impossible for 
iene. eneeenn the industrial distributor to gain 














expert knowledge of mechanical 











a iy a leather. In selecting the leather 
Philadelphia products you sell, your safest rule 
_ ae ae oi saaeciananiaa | is to standardize on ‘Chicago Raw- 
_ | | hide’ allthe way. The CR” shield 
| guarantees certainty of performance 
—the exactly suited hide, tannage 
1905 Sfran 1936 | and treatment, and accurate fabrica- 
. , a | tion; the goodwill of a known, well 
ose | advertised name assures consumer 
PROMOTE THE SALE | acceptance, and complete satis- 
OF : : , s faction. 
Designed for intermittent serv- | “rp 1: 
HIGH QUALITY lice, this new light-duty }-inch| The CR Line is a complete line 
, portable electric drill has an air- including: 
lé EQUIPMENT cooled handle with a comfortable a ngs Faced Hammers a apace 
|grip, and a trigger type switch in| able insert faces of Java Water Buffalo 
ing YOUR SALES FORCE he handle with lock for conti Hide) 
the handle with lock for continuous | @Rawhide Mallets and Mauls (all sizes) 
wr "ie Pane we. awhide Ma an uls (all sizes). 
CAN DO THIS operation. It is powered by @ M0-| Formed leather pockines in olf sizes ond 
; tor for D¢ or A( 9 110-120 volts, | shapes 
- BY 25-60 cycles, and is low in price. se des) 
. »t . . a . - @kKoun elting grades 
a OFFERING YOUR The drill comes equipped with @lwisted Rawhide Belting 
ae eight feet of heavy-duty, rubber- @Rawhide Gears and Pinions 
lity TRADE covered cord with rubber cord pro-| @Rawhide Pins for Metal Belt Lacing 
this FLEXIBL tector, rubber plug and almond| @Leather Dust Covers, Boots, Guards 
E SHAFTS three-jaw chuck with key. The @Cut Lacing (for Belting) 
ait. anti i enti atuel ten @Slide Lacing 
jer's AND ousing 1s durable aluminum alloy,|  @Safety Lacing (gut) 
| bronze bearings, wool packed, with @Leather Washers and Gaskets 
MACHINES thrust ball bearing on spindle| @Hand Leathers 
shaft. Gears are special alloy heat @Leather Aprons 
MADE BY a8 : : : @Mechanical Leathers 
treated. 3rushes are accessible! @Perfect Oil Seals 
N. A. STRAND & CO. from the outside. This light duty Write for Circulars 
drill is especially adaptable for 
MAIN OFFICE radio repair work, wood and metal| CHICAGO RAWHIDE MFG. CO. 
assembly, airplane construction! 71990 Elston Ave. 
AND FACTORY |and repairs, boat building and sim-| Chicago 
500! — 5009 ilar shop operations. Primary buy- 
oO. ing officials to be contacted in in- Branches: 
NO. LINCOLN ST. troducing this product are plant — Sane pee 
_ CHICAGO manager, purchasing agent, super- Philadelphia Detroit 
— intendent and maintenance super- canes aa 
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Increase your 
Sales and Profits 
* @ e* @ with 


Columbian 
Vises 


QEPLACEAMLE Toot SITTER 
> aw AGS 


ret Aw LE 


These distinctive features of 
Columbian Malleable Iron 
Machinists’ Vises help to make 
repeat orders easy. 


Columbian’s Complete Line 
makes it easier to get more 
orders for all kinds of vises. 


The Columbian Vise & Mfg. Co. 
9019 Bessemer Avenue 
Cleveland, Ohio 

















BALL BEARING 


GRINDER 





BUILT FOR HEAVY DUTY 


IT WON'T 
BURN ovr 


o. 3240 % h.p. Capacitator type, ball-bearing BAL- 


em Moto -. Stands repeat - wer-loading; 3450 rp m, 


' cy. single or 3-phase (not i gne “li for D.C 
wheels, 1” face; heavy 6 


sh ” r 
sed guards. 1-YEAR "G GU {RANTE E 
It will sell—and stay sold 


BALDOR ELECTRIC CO. 


(Electrical Mfrs. for 16 years) 
4364 Duncan Ave. 
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ST. LOUIS, MO. 


Flandy, crinvers 


intendent.—Signal Electric Manu- 
facturing Company, Menominee, 
Michigan.—MILL SUPPLIES, 
ary, 1937. 


|20. Wardrobe Rack 











7 














This utility wardrobe rack pro- 
vides modern and sanitary equip- 
ment for plant employees’ quarters. 
These compact racks provide ample 
space for coats, hats, umbrellas, 
rubbers, shoes, 


Coats are hung on _ hardwood 


hangers spaced four inches on cen- | 


ter and separate hat space is pro- 
vided above each hanger. Rubbers 
and shoes are placed on a shoe rack 
below the coats. Umbrella racks 
are set in each upright frame. 
Racks are made with specially de- 
signed dust-free shelves. Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, purchasing agent, super- 
intendent and personnel manager. 
— Vogel - Peterson, 
Chicago, Illinois —MILL SUPPLIES, 
January, 1937. 


21. Dust Counter 
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Janu- | 


packages, etc. BALATA & 


Incorporated, | 


“Clobe Woven Beltin 





<P Pu PY AHS 
xu FxRv teee 
4 Buy ture 


The NEW 


SANITARY WATERPROOF 


CONVEYOR 
BELTING 


The most economical belt for 
conveying fruits and other food 
products. For full particulars, 
address... 


TEXTILE BELTINC COMPANY 
NEW YORK: 53 Park Place 
CHICAGO: 345 West Hubbard Street 
FACTORY: EASTONS PA 





PRODUCTS 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

* © @ 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


q Colne 
1390-1398 CLINTON ‘ST., 


BUFFALO NEW YORK 

















MORE DISTRIBUTORS 
sgole) ae], 
OHLEN-BISHOP SAWS 
DURING 1936 


THAN EVER BEFORE! 


The Reasons= 


Greater value — better ma- 
terials and workmanship— 
in every kind of woodcut- 
ting saw. 

A strict policy of selling 
only through distributors. 
The “Chromsaw Plan” for 
Standard Sizes—protecting 
you against stock loss and 
giving an opportunity for 
far more than the usual 
maximum profit. 

Free individualized selling 
literature for distributor 
use. 


It Will Pay You to Investigate! 


* 
The OHLEN-BISHOP CO. 
COLUMBUS, OHIO 








TRIPLEX 
» MACHINE 
BOLTS 


UNCOMMON 
QUALITY 


TRIPLEX puts uncommon precision into 
Perfect heads, beautifully 
heat 


ichine bolts. 


it ot rolled 
treated and quenched 


for proper tensile 


threads—electric 
in rust-preventing 


strength 


nd today for samples, catalog and price list 


THE TRIPLEX SCREW CO. 
5307 Grant Ave., Cleveland, Ohio 


: COMPLETE LINE OF CAP AND SET 


SCREWS, BOLTS AND NUTS 







21. Dust Counter 


For in determining the 
amount of dust present in factory 
or shop, this instrument aids re- 
markably in simplifying the prob- 
lem of dust control. With this de- 
vice, the operator can enter a room, 
take the sample and leave in less 
than 15 seconds, without interfer- 
ing with routine or interrupting 
production. Requiring neither skill 


use 


to operate nor technical super- 
vision, daily or hourly checks on 
dust conditions, which is some- 


times a necessity for protection 
against unjust claims, can be made 
readily without fuss or bother. 
Primary buying officials to be con- 


tacted in introducing this product | 


are plant manager, superintendent 
and safety manager.—Wilson Prod- 
ucts, Incorporated, Reading, Penn- 
sylvania.—MILL SUPPLIES, January, 
1937. 


22. Socket Sets 





socket sets have 


Two 
cently been introduced by the same 


new re- 
manufacturer. Illustrated is the 
No. D set, which includes an as- 
sortment of ten sockets for 34-inch 
square drive and a ratchet handle | 
with lug. The sockets have double- | 


| hexagon openings ranging in size 


from 7 inch to 1 inch. All parts 
are made of chrome-vanadium 
steel, chromium plated and with 
heads buffed to a high, permanent 
lustre. The complete set is packed 
in a strong, black-enameled metal 
box, measuring 11? inches by 3} 
inches by 1{ inches. The No. D1 
set is identical with the No. D set 
except that it is supplied with a 
15-inch hinge handle instead of 
ratchet. The black enameled metal 
box in which this set is packed 
measures 164 inches by 3 inches 
by 1} inches. Primary buying of- 
ficials to be contacted in introduc- | 
ing this product are superintend- | 
ent, maintenance superintendent, 
chief engineer and master me- 
chanic.—Bonney Forge and Tool | 
works, Allentown, Pennsylvania. | 
—MILL SUPPLIES, January, 1937. 
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| LONGERAN is more 








_ Type W 


L-R 


FLEXIBLE 


COUPLING 


Regularly Specified at 
Hundreds of Plants. 
Prevents Shut-downs 


| This coupling saves time losses be- 
cause it need not be torn down to 
change the cushions, which are free 
floating and are held in place by an 
easily removable spiral spring. It 
takes more of the shock load off drive 
and driven unit and effects smoother 
operation because there is no metal-to- 
metal transmission of power. Non- 
Lubricated. Everlasting. 


Write for literature, prices and new 
distributor plan. 


LOVEJOY FLEXIBLE COUPLING CO. 
4955 W. Lake St. CHICAGO 











Patented 











<Lonergan> 


Back of the name 





than a half century 
of manufacturing ex- 
perience in the 
steam specialty 


field. LONGERAN 
makes over 300 
items for power 





plants — "standard 
equipment" since 
1872. 


Pressure Gauge 
Model “BOE” 


LONERGAN sells through distributors, back- 
ing them up with service and co-operation 
which insure satisfied users. Careful atten- 
tion is given to every order. 


Distributors: Look into the LONERGAN Line. 


The quality of LONERGAN products insures 
profitable repeat business. 


300 


Specialties 
tor 
Power Plants 
Standard 
since 1872 


@ Have you our latest 
catalogue in your file? 


J. E. LONERGAN CO. 





213 Race St., Phila., Pa. 





133 














The Fitler Trademark — A 
Sign of Quality Rope for 
132 Years. 





There Is a Fitler Rope for 
Every Requirement 
Manila Rope 
Bolt Rope 
Hoisting Rope 
Transmission Rope 
Tarred Hemp Cordage 


Sisal Rope 
Drilling Cables 


The EDWIN H. FITLER CO. 


Philadelphia Cordage Works 
Established 1804 


PHILADELPHIA, PA. 
CHICAGO 
HOUSTON 


NEW YORK ag 
NEW ORLEANS ° 











NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 





SHIM STOCK 


IN HANDY CARTONS 


Simply pull the thin shim stock through 
the slot and cut it off!" 


These handy cartons of thin brass or 
stee| shim stock will save time and 
trouble AND PREVENT WASTE in every 
too! room, maintenance and repair shop 
Precision shim stock . thicknesses from 
001” to .015”: strips 6” x 100” 


(Shim brass and steel also supplied in 


rolls 6” wide and sold by weight.) 


SOLD THROUGH MILL SUPPLY HOUSES 
A complete line of shim stock 
and arbor spacers 


LAMINATED SHIM COMPANY, 
LONG ISLAND CITY 


INC. 
NEW YORK 
743 
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23. Vertical Turbine Pump 








These vertical turbine pumps, 
designed and built specially for de- 
watering cofferdams, mines, quar- 
ries, etc., range in capacity up to 
and including 10,000 gallons per 
minute. A weatherproof motor at 


| the top, fitted with a vertical hol- 


low shaft, is grease lubricated to 
prevent leakage in transit or when 
the pump is not in a vertical posi- 
tion. The stainless steel shaft 
serves the dual purpose of resisting 
corrosion and assuring ample 


| strength. Stuffing box, near the mo- 


tor, is easily accessible. Intermediate 
bushings are readily renewable and 
are made of hard bronze, or, where 


| required, of special material, de- 


| water. 


pending 
Impellers are 
bronze, carefully balanced. 
ler wearing rings are renewable. 
Locks prevent the impeller from 
working loose, yet permit easy re- 
moval. Bowls containing the dis- 
charge vanes and the low head and 


| discharge connection are of rigid 


| cast-iron construction. 


| ing 


is a galvanized basket 
which protects the pump 
sticks, stones and other 
which might clog. Primary buy- 
officials to be contacted in 
introducing this product are plant 


from 


| manager, purchasing agent, super- 


maintenance 
foreman, chief 


intendent, 
tendent, 


superin- 
engineer 





upon the nature of the | 
of hard | 
Impel- | 


At bottom | 
strainer | 


material | 


and master mechanic.—Worthing- | 
ton Pump and Machinery Corpora- | 
tion, Harrison, New Jersey.—MILL | 


SUPPLIES, January, 1937. 


24. Horizontal Three-Stage 
Compressors 
This line of single 
three-stage compressors is for 


pressures from 750 to 2,500 
pounds. These compressors are 


horizontal 
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"MR. DISTRIBUTOR: 


Put this up to YOUR 


Customer— 








“MARVEL” 
Ball Bearing 
Portable 


ELECTRIC BLOWER 


@ Keep your ELECTRIC MOTORS and WOOoOp. 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing you 
motor troubles, wear and tear, and also the ever. 
present FIRE HAZARD. 


Order one on 10 DAYS' TRIAL, and test it in 
your own plant. Give VOLTAGE of your Lighting 
Circuit. 


Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 

Model No. 2, $35.00 
(Reduced from $45.00) 









We also make a 


ments, $10. ad- 
ditional. in daily 
use in more than 
8,000 industrial 
plants. 


ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U.S. A 














The 


“ATLAS” 


CAR 
MOVER 


the profit gauge for 
are an accepted feature of 
Users 


Repeat sales- 
any item 
the Famous ATLAS Car Mover. 
automatically specify ATLAS when re- 
ordering. 

Its great power and absolute depend- 
ability are two additional reasons why 


you should add the ATLAS to your 


line if you are not already carrying it 


We shall be glad to send you 
literature if you will write for it. 





APPLETON-ATLAS 
CAR MOVER CORPORATION 


2947 North 30th St., Milwaukee, Wis. 
(Formerly located at APPLETON, WIS) 
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~ TWOFOLD 
PROFITS 


@ you make money 


@ your customer 
saves money 





DAGGETT BALL BEARING 
LOOSE PULLEYS 


Our profit margin and 


engineering assistance make the DAG- 
GETT line profitable to the seller. 
DAGGETT performance cuts maintenance 
and operating costs, and so saves money 
for the user. DAGGETT’S profit is two- 
fold! You owe it to your business to 
investigate. 


CHICAGO PULLEY & 
SHAFTING CO. 


19 N. Desplaines St. CHICAGO 











TIGHTER 


in tight places... 


Thanks to the gear-like action of the 
multiple-splined Bristo Wrench in the 
multiple-splined Bristo socket, setting 
up a Bristo Screw is a positive opera- 


tion. There is no slipping, fumbling 
ot rounding out of socket. Nor any 
jamming.  Bristos are tighter in 
cramped, hard-to-get-at places. The 
Bristol Company, Waterbury, Con- 
necticut. 


TRact wank 


BRISTO 


*{G. v8. PAT. OFF 





SOCKET HEAD SET AND CAP SCREWS 


| pressures, 


| factor. 





| 


| seale, 


| 


| ing 


particularly well suited for higher 
since the compression 
cylinder requires only one packing 
box, which is subjected solely to 
moderate pressures. Leakage is thus 


reduced to a small and controllable | 





Primary 
to be contacted in introducing this 
product are plant manager, pur- 
chasing agent, superintendent and 
chief engineer. — Worthington 
Pump and Machinery Corporation, 
Harrison, New Jersey.—MILL Sup- 
PLIES, January, 1937. 





25. Seale-Equipped Truck 
Lift 


In foundries, chemical plants, 
food factories and paper mills, 
where there is a great deal of 


| weighing of raw and finished ma- 


terials done, and it is necessary 
to move the load to a distant floor 
a scale-équipped hand lift 
truck fills a definite need. With 


ww wy Kncliiesilliatliass 


ae 
oy 





Just off the Press! 





buying officials | 








this device, the load may be | 


weighed in less than a minute. The 
lift truck is rolled under, the 
handle pulled down, a single stroke 
raises the load from the floor and 
it is readily weighed. 
illustrated is the Red Streak single 
stroke truck equipped with a 2,500 
pound beam scale. Primary buy- 
officials to be contacted in 


The model | 


introducing this product are pur- | 


chasing agent and superintendent. 
—Yale and Towne Manufacturing 





Company, Philadelphia, Pennsyl- 
vania.—MILL SUPPLIES, January, 
1937. 
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DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 page 
manual that solves your customer's caster 
and wheel problems, and points the way 
to greater profits for you. Profusely illus- 
trated with descriptive diagrams! 


Write for your copy! 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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ECONOMY — 
You'll Effect 
ECONOMY" 


HOLD 


HOLLOW 
SET 
SCREWS 


ECONOMY MACHINE PRODUCTS CO. | 


5200 LAWRENCE AVE., CH'CAGO 


SOCKET HEAD 
CAP 
SCREWS 
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EAGLE MANUFACTURING CO. 
Wellsburg, West Virginia 
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